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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





A Progressive SURETY and CASUALTY Company 


JAMES A. McVOY 
Vice-President and General Manager 
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Answer Quick! | YOUR AGENCY SERVICE— 


Is It Distinctive? 


You can increase your business by offering more distinctive 


A LIVE, ACTIVE 
service than your competitors. 


DISTRICT MANAGER and tiniediie 
SOLICITOR WANTED ecm ondecods cpichect aalivees at policieas ses Gann 


in figuring rates and premiums; better care in checking 


IN rate schedules to secure the lowest rate possible; providing 
forms which better meet actual requirements— 


And to secure your client’s confidence— 
more caution in selling him no cover that you do not 


believe he needs. 


WISCONSIN But all this won’t help— 


unless you represent a company whose strength you can 


guarantee and whose loss adjustments and settlements 
: N D i A N A you know will be just and prompt. 


With full confidence, 


M | C b i G A N ‘*place it in the American Eagle’’ 


By the AMERICAN EAGLE 
Oldest Mutual Association FIRE NS COMPANY 


of its kind 
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Henry Evans, 


4 gira Cash Capital, 
Address ERNEST W. BROWN, Secy.- Treas. Chairman of the Board ; én dine aude 
Norman T. Robertson, 


IN TERSTATE BUSIN ESS MEN °S President 'f = : é sear, ana 


Home Office: 


ACCIDENT ASSOCIATION 80 Maiden Lane, Ned a Chicago — San 
New York. ‘a Francisco 
BROWN BUILDING DES MOINES, IOWA U AMERICA Fore” 
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GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 
Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice=President, Dallas, Texas 








THE ACCUMULATION POLICY 


An Ideal Combination " of 
Insurance With Investment 


Specimen Rate 
$10,000 Age 35 $319.00 


Table of Surplus Accumulations Based on con- 
tinued annual premiums of 
And insurance cost (included) of 
And 4% annual interest after first year on surplus ac- 
cumulations of 








; An. Int. on Total Am. payable 
End of Iixcess Accumula- Accumula- In Case 
Year Paid tions tions of Death 


5 $624.00 $26.50 $668.90 $10,688.90 
10 1404.00 66.00 1716.90 11,716.90 
15 2184.00 114.10 2967.70 12,967.70 
20 2964.00 172.70 4489.40 14,489.40 


The Accumulation Fund, or the interest therefrom, may be 
used for the payment of premiums, or withdrawn in cash at any 
time.- Its use, however, does not reduce the insurance benefits 
specified in the face of the policy. No interest is required on 
withdrawals. Any balance in the Accumulation Fund at the 
death of the insured is payable to the beneficiary as additional 
insurance. 

We are also writing a policy covering insurance benefits only 
without investment features—Specimen Rate Age 35, $16.30 
per $1000.00. 

CAPABLE PERSONAL PRODUCERS WANTED IN 
TWENTY STATES. 


NATIONAL LIFE ASSOCIATION 


Des Moines, Iowa. 




















THE LATEST MORTALITY TABLES—JUST ISSUED 


AMERICAN-CANADIAN 
MORTALITY INVESTIGATION 


Compiled by Committees Representing the 
ACTUARIAL SOCIETY OF AMERICA, 
AMERICAN INSTITUTE OF ACTUARIES, 


NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS 


IN TWO VOLUMES 





Based upon experience of 59 legal reserve life insur- 
ance companies. 

Presents actual mortality experience, with comparisons 
thereof with rates shown in existing standard tables. 
Volume II Presents Experience Under Various Policy 
Forms—Term, Whole Life, Limited Payment and 
Endowment. 

Causes of Deaths Among Americans and Canadians 
are compared in a series of tables. 

Experience under Individual policies in excess of 
$50,000 compiled, with Interpretations. This in- 
formation of importance to insurance companies. 
Every life insurance company and actuary should 
possess these books, which contain valuable informa- 
tion and are handsomely bound in half leather and 
cloth. 

Price, $10.00 for each—$20.00 the set 
Orders will be promptly filled by 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 

















A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics uf the successful life insurance 


solicitor 
Per copy, card board, $1.00 Red cloth, $1.50 


OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamentz: 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sell Insurance 


Primarily for the guidance of inexperienced agents 
Price $2.0¢ 


3. The Art of Insurance Salesmanship* 
A series of practical hints on canvassing, to stimulat: 
the thought of both experienced and inexperience: 
agents. 


*The third volume of this series will be published on o 
about January 1, 1922. 








Tue Spsctator is published every Thursday by The Spectator Company, at 185 William Street, New York, N. Y. Entered as second-class matter June 23, /379, 
at the Postoffice, New York, N. Y., under the act of March $, 1879. Tue Spectator, Volume CVII, Number XX, November 17, 1921; $4.00 per annum. 
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Cotton Insurance in Mississippi 
Senate Tax Bill Provisions 

J. E. Lopez Resigns 

Life Insurance in Austria 











Life Agency Officers Convene 
Globe Indemnity Get-Together 
Hugh Lewis Makes Address 
Lott Testimonial Successful 

















Trained Personnel Head of Business 
Life Agency Officers, 200 Strong, Consider How Best to Equip Agent 


HE fifth annual meeting of the Association 
of Life Agency Officers was held at the 
Hotel La Salle, Chicago, Thursday and 
Friday of last week. Out of the numer- 
ous addresses delivered and papers read 
by leading executives and 

managers during the sessions, there was 
projected the almost unanimous opinion 

that the great need of the business of life insurance today is a 
highly trained agency personnel. The part in business training 
which Jife insurance companies are to play in the future and to 
what extent their agency policy will be affected by the informa- 
tion so generously given out by the members of the association 
in their discussions will undoubtedly be the subjects of much 
speculation at Home Offices. $ 

When Isaac Miller Hamilton, chairman of the executive 
committee of the association, called the meeting to order on 
Thursday morning, there were more than 200 members and life 
company officials from every part of the United States and 
Canada in attendance. The Canadian representatives were 
particularly conspicuous, in view of their desire to have the 
next meeting held in Toronto, 

Albert G. Borden, secretary-treasurer, in his report announced 
that the membership of the association now totals 129, with 
a gain of 14 new members. The finances of the association were 
shown to be in excellent condition, with all annual dues paid. 

Griffin M. Lovelace, director of the school of life insurance 
salesmanship at Carnegie Institute of Technology, read a paper 
before the Thursday morning session on “Institutional Plans 
for Instruction in Life Insurance Salesmanship.” Mr. Love- 
lace is probably the foremost authority in the country on the 


company 


question of life insurance sales instruction. He told of the 
methods employed at Carnegie Institute in the life insurance 
sales course, and declared that the day of life insurance sales- 
manship as a profession has arrived, and efficient, trained 
agency men are needed today as never before. 

He was followed by E. M. Howbert, director of the school of 
life insurance at the University of Denver. Mr. Howbert, 
like Mr. Lovelace. is also an authority on life insurance sales- 
manship. He explained the course provided by the University 
of Denver, which is largely founded upon the same basis as the 
Carnegie school and curriculum, with a few changes, which 
place emphasis on soliciting im rural districts, and special 
methods to meet the different characteristics of the people of 
the West. 

The idea of the school, he said, is not to make actuaries out of 
the students but to give them the correct scientific principles of 
life insurance, and to present the functions of life insurance as 
based on the human need. One of the greatest efforts of the 
school is expended in fixing in the student’s mind that he must 
not go out and be able to sell a $1,000 policy contract, just to sell 
it, but he must sell a policy which will be of assistance to a man 
in helping him to work out his plan of life. The trained man, 
he said, sells bigger policies because he goes out and sells a 
contract which completes a plan of living. 

He stressed the importance of the trained agent to a life 
insurance company, declaring that as a proven fact the trained 
man sells in the first five vears more insurance than an untrained 
man can sell in fifteen years. Failures would be fewer with 
trained men, and a greater saving made by the company. He 
suggested that the value of the trained man be recognized by 
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being afforded a higher commission than the 
untrained man. Possibly ten per cent less to 
the untrained new man, until he had served a 
three-year apprenticeship, or until he has 
learned to sell enough life insurance or can 
show a school certificate. 

Not only must the agent in his direct con- 
tact with the prospect know the correct princi- 
ples of life insurance; his manager must be a 
man trained to sense the needs of the business 
in such a manner that he will be competent to 
convey to the agents what their job means, said 
Dr. J. A. Stevenson, second vice-president of 
the Equitable Life Assurance Society. 

The importance of the personal touch was 
emphasized by F. T. Stanford, secretary to the 
president of the Canada Life Assurance Com- 
pany. A closer relationship between the agency 
forces and home office officials is one of the 
essential points in the building up of an effi- 





Emmett May 
President, Peoria Life Insurance Company 


cient staff, asserted Mr. Stanford. His com- 
pany, he said, has cut training down to a mini- 
mum, and instead of the salesmanship schools 
as conducted by many companies, Canada Life 
agents are invited to the home office, and 
through a tactful system they are shown the 
inside workings of the company, and at the 
same time there is built up a thorough working 
knowledge of the institution the company has 
provided to back up the policy he is selling. 
He showed that in 1916 the Canada Life had 
$16,000,000 of business in force, 45 per cent of 
which had been obtained by whole-time men, 
and in 1920 the company had in force $65,000,- 
000 of business, of which 85 per cent had been 
obtained by whole-time men. Training ex- 
penses of the company, he had figured, were 
about $70 per man. 

T. C. Denny, secretary of the Central Life 
Assurance Society of the United States, de- 
clared that there was something lacking in the 
average company correspondence course. The 
average salesman, he said, is more a man of 
action than student, and learns from precept 
rather than concept. His idea that the devel- 


opment of the average man rather than the 
star .salesman was more. important. 


Most 














salesmen are not students and most students are 
not salesmen. 

Hard, conscientious work is the only real 
way for a salesman to be developed, insisted 
H. M. Holderness, agency correspondent for 
the Connecticut Mutual Life. Careful selection 





New Life Agency Officers 

Chairman—William E. Taylor, vice- 
president, Equitable Life Assurance 
Society, New York. 

Vice-Chairman—Edward D. Field, 
Superintendent of Agencies, Nationa! 
Life, Montpelier, Vt. 

Members Executive Committee 
(three years) —L. Seton Lindsay, sup- 
erintendent of agencies, New York 
Life, New York. 

James W. Simpson, superintendent 
of home agency, Sun Life Assurance, 
Montreal, Canada. 

H. B. Gunther, agency manager, 
Southern Life and Trust, Greensboro, 
Nec: 

Educational Committee — Winslow 
Russell, Phoenix Mutual Life; Glover 
S. Hastings, New England Mutual 
Life; George H. Hunt, Imperial Life of 
Canada. 











of men is of prime importance, he said. The 
general agent, he added, who must be a guide 
to the agent, must have a knowledge of the com- 
pany and the principles of life insurance. 

Probably the most illuminating address of 
the Thursday session was that of Dr, A. A. 
Hamerschlag, president of the Carnegie Insti- 
tute, who opened the afternoon session with a 
masterful discussion of the place for research 
in the sales branch of American business. In 
urging the necessity of research as a means for 
the elimination of waste in every enterprise, 
Dr. Hamerschlag pointed out that of all busi- 
ness enterprises in this country, the life insur- 
ance business is the most wasteful, judging from 
the number of individuals who enter it and fail 
compared with the number of those who stay 
with the business. The great problem of the 
life insurance business to-day, he said, is “how 
to merchandise its products.” 

He added, “We have just come through an 
era of remarkable expansion in the life insur- 
Some executives may think 
This is not 


ance business. 
their work was responsible for it. 
a) fact. 
gave indorsement to life insurance and showed 
that it is essential and necessary, and the com- 
panies of this country did very little to bring 
about this great growth in business. When 
business slowed up and army expansion slowed 
up, there was considerable cancellation of busi- 
ness; it was inevitable that order takers should 
find business hard to get. However, it brought 
companies to the point where they would have 
to devote more time to their agency forces. He 
predicted that the peak of depression has not 
quite been reached. 

“American business,” he added, “has been too 
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The Government of the United States , 


greatly concerned with the magnitude of busi- 
ness rather than doing it on an economical 
basis. There has been too much damning his 
competitor. Not a 100th part of the business 
which can be obtained is available under the 
methods being employed by companies to-day. 
The manner of obtaining business is doing more 
than anything else to bring the government into 
the business. There is no possibility of gov- 
ernmental interference if companies are pro- 
gressive, viewing their costs and expenditures 
in relation to research. Companies should have 
some scientific method of ascertaining who shall 
represent them. The man next to the man get- 
ting actual business is the man who is the es- 
sential teacher.” 


WINSLow RUSSELL SPEAKS 


At this point Winslow Russell, vice-president 
of the Phoenix Mutual Life, as chairman of 





Cart A. SEcoy 


Assistant Agency Manager, Phoenix Mutual 
Life 


the committee on education, presented a tem- 
porary outline explaining a proposed Central 
bureau of sales research to be established at 
Carnegie Institute, and supported by the asso- 
ciation, with John M. Holcombe of the Phoenix 
Mutual Life as director and manager. This 
plan is subject to the approval of the com- 
panies members of the association, and will 
be acted upon later when the required number 
of subscribers have been obtained. It is esti- 
mated that $25,coo for 3 years will be re- 
quired to conduct the bureau, which means 
about $=00 from each company, as a sustaining 
fee. Thirteen companies have already signed 
to support the bureau. 

W. E. 
able Life Assurance Society in support of th? 
research bureau plan, said that life insurance 
executives are coming more to realize that re- 
search can be used in the selection of men, the 
same as in the selection of risks. Research 
on the human element and methods of sales, 
he declared, will produce valuable results, and 
will bring life insurance toward the goa! of 
reduced costs and more business. 

L. Seton Lindsay, superintendent of agett- 


Taylor, vice-president of the Equit- 


(Continued on page 13) 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal cCevoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
our Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 
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THRIFT AND LIFE INSURANCE 

NTERESTING statements were re- 

cently made by S. W. Straus, presi- 
dent of the American Society, for 
Thrift, concerning the increase in de- 
posits in savings banks of late. He 
views this tendency as being a very 
hopeful sign, commenting upon it, in 
part, as follows: 


Fundamentally this is one of the most sig- 
nificant indications of the soundness of our 
economic situation, and lends encouragement 
to the belief that better times lie immediately 
ahead of us. 

When the people of a nation are not prac- 
ticing thrift there is cause for real alarm, but 
when there is a growth in savings bank deposits, 
which is one of the most tangible indications 
of popular thrift, we can feel that our nation is 
on the high road to substantial prosperity. It 
must be understood that we add to our capital 
only through savings. All the wealth of our 
nation today represents the difference between 
production and consumption. The less we waste 
and the more we produce the greater will be 
the enhancement of our capital from day to day. 

Nothing so stabilizes the individual as sav- 
ings, home-ownership or reliable investments. 
The individual who has such possessions as the 
result of systematic thrift is a unit of progress. 

Since life insurance and thrift go 
hand in hand, this report from so able 
an authority as Mr. Straus should 
be ample proof that conditions at the 
present time are altogether favorable 
for the life insurance salesman. 

{f that period of easy money and 
prodigal spending, through which we 
have just passed, had continued for a 
tew years longer, it would have taken 
the people of this country a generation 
to recover their senses and regain their 


normal habits of thrift. Those were 
years of business activity because of the 
urgency and necessity of war, but it can- 
not be said that they were years of busi- 
ness prosperity. In no other period of 
this country’s history have both the 
business and the personal morals of the 
people suffered so greatly. Merciless 
profiteering on the one hand, and inex- 
cusable extravagance on the other, and 
with all classes, indeed, are the very 
opposite of thrift and legitimate pros- 
perity. It it said that some factory girls 
in New York City drew as high as $200 
a week, and out of this they saved nothing 
for a rainy day. They wore costly furs 
and rode to and from their work in taxi- 
cabs. 

Another example is the case of one 
of the steel mill wage earners who is 
said to have earned $41 a day for a 
long period; and when he had saved up a 
considerable sum he went to one of the 
most expensive and exclusive drygoods 
stores in the city and there purchased for 
each member of his large family a most 
costly and elaborate outfit, such, indeed, 
as only the family of a very rich man 
could afford. This man, it is said, saved 
nothing from his high wages and now 
is out of employment much of the time. 

Conditions such as these are not pro- 
ductive of permanent good to any class, 
and certainly they are not conducive to 
the permanent growth or good of life in- 
surance. It would be impossible for men 
to give intelligent thought to life insur- 
ance when they were losing their heads 
and were so utterly beside themselves in 
most other respects. Life insurance ap- 
peals to men’s good sense and sober 
judgment, and when men no longer are 
controlled by these, life insurance and 
everything clse of that nature must 
suffer. 

But times have changed. 
has regained its former good reputation. 
It is no longer despised and when men 
part with these more precious dollars, it 
Although 


The dollar 


is for the things worth while. 
1920 was a record year for life insurance 
in some respects, the amount thrown 
away in worthless investments and fool- 
ish extravagance was out of all proportion 
to the amount invested in new policies. 
Judging from reports issued from time 
to time during the present year by the 
various life companies, it is safe to say 
that 1921 will show a greater amount of 


. 


life insurance bought per each dollar of 
personal income than did the year 1920. 
In other words, men are spending in 
1921 a larger percentage of their incomes 
for life insurance than they spent in 
1920. And this will be more and more 
the case as the country becomes better 
established on a thrift basis. 





MONG the proposals of the “Health 

Week” campaign now in progress 
in New York City, is one which con- 
templates the formation of health cen- 
ters throughout the State by statutory 
law. These centres would be charged 
with the health of all the residents in their 
respective districts, being an advisory 
and dispensing agent at once, as we un- 
derstand it, and taking the place of 
charitable organizations which now do 
a great deal of such work. It further 
seems that these centres would lay down 
certain broad general rules calculated 
not only to preserve the health of the 
community, but also to improve it, from 
year to year. Prominent political per- 
sonages seem somewhat disagreed as to 
the merits of this proposal, the chief 
objection, however, being the flavor of 
paternalism which it carries. To both 
life and casualty companies the health of 
any given community is a vitally in- 
teresting matter and any movement to 
better it should, in the ordinary course 
of things, look good to them. There 
does, however, seem to be a strong pa- 
ternalistic tendency in these plans which 
insurance men may well be shy of. They 
have already too many times felt the 
evil consequences which mark a_ too 
paternal piece of legislation. While 
there seems to be no direct harm in these 
health centres, yet their formation may be 
a step toward a compulsory sickness law 
which would be very offensive to private 
insurance interests.. 


CCASIONALLY there occurs 

what is termed a case of “sprink- 
ler failure,” where automatic sprink- 
lers have, for some reason, failed to 
operate and extinguish a fire. Very 
often these instances would be more 
accurately described as cases of “man 
failure,” for the lack of effective work 
by the sprinklers is too frequently due 
to carelessness on the part of those 
who are supposed to see that the 
equipment is in good working order. 
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THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect PolicysHolders = = = $282,550.00 





Deposited With Massachusetts State Treasurer, $100,000.00 


$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 














Unusual Agency Opportunities at present in 
Minnesota, Indiana and Iowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT. Vice-Pres. _ KANSAS CITY, MO. 


North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
O. P. ODE, President 
JOHN PETERSON, Secretary 


W. G. HODGE, ” Asst. Secretary 
Vit. BECKER, Treasurer 














eepen United States Fidelity & 
a 1% Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
Se aod 80, 1920. 









yest PAID U6 CATE nos ccc ce cc cssccees $4,500,000.00 
a , eee $4,332,069.78 

RESERVES Peidlekecakar een ee 21,705,056.69 26,037,126.47 
TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537, 126.47 




















MABE PRI, TE RTL 


BONE en 


Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.0@ 


Re-Insurance Business Only, 











Home Office 


314-320 M.B.A. Bldg. Mason City, Iowa 

















Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with cenfidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1921 


Reserve for Unearned Premiums......... $1,229,149 .74 


Se RP a SINR MNENIROSS 5. o. Shi ics wih o's Sale snis've WS wos Cease oR oma 279,621.66 

RURSVIEU fio te liskerts 5 win So's 06 6 Ryaeiowaieiaie a6 $500,000.00 

Net Surplus. . MES a vletes . 920,674.65 

Surplus to cmuiintinn ate Pe ae $1,420,674 .65 
Total Assets............ $2,929,446 .05 

Wm. H. Palmer, President E. B. Addison, Vice President. 


hae Palmer Hill, Asst. Secretary 


B. C. Lewis, Jr., Secretary 
J et Leake, General Agent. 


. C. Watson, Treasurer 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . $1,250,000.00 
Net Surplus, . + «+  $2,086,'742.08 
Surplus to Policyholders, $3,336,'742.08 


WESTERN DEPARTMENT 
NEAL BASSETT, V.P, and Mgr 





EASTERN DEPARTMENT 
D. H. DUNHAM, President 


Pa BASING, Sey W. T. BASSETT, Ass’t Manager 
NEWARK, N CHICAGO, ILL. 














THE SIGN OF GOOD CASUALTY INSURANCE _- 
" BURGLAR V 


LIABILITY 

ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 1869 


LONDON GUARANTEE | ACCIDENT m Ltd, EwetAno" 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 i Hr New York. 
STOKES, PACKARD, HAUGHTON & SMIT 
isa’ Walnut Street, Philadelphia, Pa. 


esident Managers 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, » Mass. 
COMPANY 


ESTERN ASSURANCE 
OF TORONTO Incorporated 1851 


FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 





W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 


ASSETS. $5,279,511 


SURPLUS IN UNITED ‘STATES. bok Sud ceca nee en aa $1,734,843 
TOTAL LOSSES PAID IN UNITED STATES FROM 
SOFE- TO FO TC LUSIVE «6. noo cc oic ene pe accvcces $48,637,048 
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Fire Insurance 








Inspectors know that the potential 
reasons for possible “sprinkler fail- 
ures,” really due to human neglect, are 
many and various. Thus a valve may 
be closed temporarily, during repairs, 
and never reopened until the fact is 
discovered by the inspector. Every 
automatic sprinkler equipment should 
be regularly inspected by some re- 
sponsible and efficient man employed 
in the plant where it is located, and a 
particularly careful inspection should 
be made at this time of the year; and 
consideration should also be given to 
means of preventing the freezing of ap- 
paratus during the winter. 





NSURANCE men participated fully 

in the nation-wide celebration, on 
Friday last, of Armistice Day and in 
paying tribute to the Unknown 
Soldier, whose body was accompanied 
to its last resting place, in Arlington 
Cemetery, by President Harding and 
representatives of many countries and 
organizations. Insurance, as a_ busi- 
ness, and the patriotic men engaged 
in it, contributed their quota to the 
winning of the war, and they ceased 
their ordinary occupations on Armis- 
tice Day in order to join in paying 
homage to those who are typified by 
the Unknown Soldier. 





NEW YORK SURVEYS 

As to Fire Alarms.—The New York Pa- 
trol report of the 8th inst., which takes in a 
piece of Election Day, reported seventy-three 
alarms, while that of the oth, which takes in 
nearly all of the day, required thirteen sheets 
and reported 230 alarms. 

President Pitcher.—President Pitcher has 
taken a lively interest in the Insurance Society, 
which manifested itself in being present at each 
one of the opening lectures of the Institute 
Course this week. 

The Institute Courses.—The three courses 
in fire insurance, namely, Junior, Intermediate 
and Senior, were opened this week by the In- 
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surance Society of New York. It fell to the 
lot of the Secretary to open the three courses, 
not wholly because he was familiar with the 
subjects, but because of the fact that some gen- 
eral instructions must be given out at the first 
lectures, and it is advisable to have this done 
by the same person at all times. The enrollment 
is not complete in any of the three classes, and 
students may enter through the week of No- 
vember 21. The subjects of the lectures this 
week were: Junior, “The History of Fire 
Insurance”; Intermediate, “The First Methods 
of Rating”; Senior, “The First Lecture on the 
Analytic, or More Commonly Known as the 
Dean Schedule.” 


As to Coney Island.—On the 28th ult. the 
New York Fire Insurance Exchange published 
new boundary marks for the Coney Island and 
Canarsie Beach section. The tendency of this 
is clearly to reduce the conflagration area and 
recognizes the bungalow type of dwelling. The 
subject has been under consideration for a long 
time, and it is hoped that this sharp reduction 
in the conflagration radius will be of material 
advantage in reducing friction between the in- 
surance companies and the insured. 


A Unique Cause of Sprinkler Loss.—The 
story reads as follows: 

“An employe was at work installing a vent 
pipe and accidentally slipped, at the same time 
taking hold of a sprinkler to prevent himself 
from falling. Asa result, the head was broken 
off and the water discharged wet down a con- 
siderable amount of stock.” The loss was ap- 
proximately $6,000. 

Still Growing.—In another year it looks as 
though at least if not more than 50,000,000 in- 
dustrial policies will be in force. For the week 
ending October 8, 1921, the Census Bureau re- 
ported 47,794,871 policies in force, and for the 
corresponding week of 1920, 44,692,241. This 
is clearly an increase of over 3,000,000 policies 
in force for the one-year period. Evidently, 
the time is near at hand when every second 
person in the United States will be insured by 
an industrial policy. 


The Garment Center Building.—It is in- 
teresting to note that the Mutuals have already 
reported, one on August 23, and the second 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


24, two sprinkler losses in 
these properties. The loss in each case is re- 
ported as small. The size of this equipment 
number of heads might lead one to expect 
more than the normal number of losses in this 


property. 
BOSTON AND VICINITY 


For Lower Rates.—The clamor for re- 
duced fire insurance rates in consequence of the 
spectacular test of the new high-pressure serv- 
ice—as yet uncompleted—seems to have com- 
pletely died down, and the Mayor and news- 
papers seem to be satisfied that the reduction 
which will be applied when the service is com- 
pleted will come in due course. Meanwhile the 
advisory committee of the Board is giving its 
attention to the question of the restoration of 
the reduced rate clause (guaranteed amount) 
rescinded by the Board in July, 1918, and now 
sought by Boston real estate interests for ap- 
plication on property in the hands of fiduciaries, 
real estate trusts and corporations, 

Evening Lectures.—The educational com- 
mittee of the Insurance Library has now de- 
cided that an evening lecture course is to be 
added to the course given by the association, 
which will cover workmen’s compensation, pub- 
lic liability, automobile, burglary and _ theft, 
suretyship, and possibly, accident and health 
insurance. Arthur E. Gates of the Travelers, 
H. F. Morse of the Employers Liability, and 
Arthur W. Burke of the A‘tna Casualty are 
the sub-committee to outline courses and ar- 
range for lectures. 


CHICAGO AND THE WEST 

Cook County Managers Secure New Com- 
pany.—Coleman & De Clercq have been ap- 
pointed managers for Cook county of the 
Farmers of Cedar Rapids. They are now man- 
agers for Cook county for the Continental and 
the American Eagle. 

T. F. Swanson Makes Change.—T. F. 
Swanson has resigned as an examiner in the 
Western department office of the Westchester, 
as of November 15, and has accepted the posi- 
tion as special agent in Cook county for the 
Northern Casualty Underwriters, a Chicago 
reciprocal, 


on September 
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NORWICH UNION 


FIRE INSURANCE SOCIETY LTD. 


75 Maiden Lane, New York Local Department, 100 William St. 
Hart Darlington, Manager J. F. Van Riper, Branch Secretary. 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane New York 
W. G. Falconer, President J.G. Mays, Secretary 


Agents! Insure your friends and patrons in the Norwich Union where you know they will be treated 
right. 


In Union there is strength—In Norwich Union there is strength plus security and service 





Fire Sprinkler Leakage Explosion 
Tornado Use and Occupancy Riot and Civil Commotion 
Automobile Rents Tourist Baggage 


Golfer’s Outfit and all forms of Casualty Insurance. 
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Depreciation in- Fire Insurance 


The Fabricated Production Department of 
the Chamber of Commerce of the United States 
has issued a pamphlet entitled “Depreciation,” 
which contains a section devoted to the relation 
of insurance and depreciation, which reads as 
follows: 


As an outgrowth of this study of depreciation an 
ittempt has been made to ascertain the attitude, gen- 
eral theory and rule of fire insurance companies to- 
ward depreciation, also to learn what weight was 
given to reserves for depreciation accumulated on 
the books of the assured, whether there was a wide 
recognition of the fact that depreciation is charged 
for contingencies which may or may not have taken 
place at a given time; for example, that obsolescence 
provided for may not have been realized. 

The results of this inquiry are not conclusive. 
There is some confusion of thought, and some actual 
differences in practice, but the following is fairly 
clear and certain concerning the attitude of fire in- 
surance companies toward depreciation. 

The provision of a Standard Fire Insurance 
Policy under which the right to “Depreciation” is 
exercised is as follows: 

“This policy shall not be liable beyond the actual 
cash value of the property at the time any loss or 


damage occurs, and the loss or damage shall be 
ascertained or estimated according to such actual 
cash value, with proper deduction for depreciation 


however caused, and shall in no event exceed what 
it would then cost the insured to repair or replace 
the same with material of like kind and quality.” 

“The obvious purpose,” to quote an insurance ad- 
juster, “fof the contract of insurance is indemnity 
without regard to the loss of time, of inconvenience, 
of annoyance, or consequential injury or damage to 
the business of the insured.” 

A factor reducing the loss is the depreciation exist- 
ing at the time the loss occurs, in the determining 
of which depreciation enter such elements as the age 
of equipment, remaining useful life, whether the 
equipment has been handled carefully or otherwise, 
whether adequately repaired and renewed, whether 
driven to the limit or used within bounds, the loca- 
tion of the property, improvements in the art, local 
conditions and the status of the industry. 

Evidence of depreciation is sought by direct, first- 
hand inspection and examination of the property, 
where that is possible. A thorough examination is 
and a specific value and cost of repair are 
determined from the actual condition in which it is 
In any case, however, the depreciation written 
on the books of the assured has a direct bearing 
the same consideration and weight 
representation made in 


made 
found. 


and it is given 
as would be 
good faith. 
Depreciation taken on the books of the company 
is, however, neither final nor binding upon assured 
or insurer. It is recognized that depreciation 
be excessively or inadequately provided for and book 
depreciation will be increased or decreased as the cir- 
cumstances warrant. In no event do insurance com- 


given to any 


may 


panies attempt to limit the value of property at the 
time of a fire to the amount at which it is carried 
on the books of the company. 

There is a general understanding on the part of 
fire insurance companies that as a matter of financial 
policy depreciation may be off excessively or inade- 
quately. There is on the other hand only slight 
recognition of the fact that obsolescence, physical 
deterioration and the other contingencies limiting the 
useful life of property may not at a given time cor- 
respond with the depreciation provided for by the 
accountant’s regular annual fixed charge for those 
items. 

It accordingly appears desirable that there be more 
extensive recognition of the distinction between the 
accountant’s depreciation and depreciation for insur- 
ance purposes. 





HEAR ED. HALL WILL RESIGN 


Texas Commissioner May Become 
Vice-President of Dallas Bank 

It is persistently rumored in Texas 
that Ed. Hall, State Commissioner of 
Insurance and Banking, is to resign, ef- 
fective January I, 1922, and become vice- 
president of a large Dallas bank, prob- 
ably the Southwest National, which is 
reorganized as the Security National. 
When questioned about the rumor, Mr. 
Hall admitted that he had received offers 
to go to Dallas, but that he had not as 
yet accepted any of them and had not 
resigned his position. 











A. C. Savage Scores Twisters 

Insurance Commissioner Arthur C. Savage 
took a firm stand against “twisting” in an ad- 
dress to the Iowa Life Underwriters at Des 
Moines. 

“Reports of this practice on the part of cer- 
tain agents are coming to me,” said the com- 
missioner, who remarked that it has been a 
number of years since the department has 
found it necessary to caution agents along this 
line. 

The commissioner said that agents are induc- 
ing policyholders to surrender their old con- 
tracts for cash and take out new insurance. 
This is proving popular with many policy- 
holders because they are hard up for cash. “I’m 
here to tell you that where such practices can be 
proved something disastrous is going to happen 
to the agent,” the commissioner said. 

Mr. Savage said that it is necessary for con- 
servation of life insurance now in force against 


Fires from Defective Wiring 

Fires due to defective electric wiring are al- 
together too frequent, and constitute an ever- 
present danger where electrical wires and ap- 
pliances are installed. The recent fire at 855 
Ninth avenue, New York, said to have been 
caused by defective wiring, drove 60 families 
to the street, but was, fortunately, extinguished 
with little damage. However, it draws atten- 
tion to the electrical hazard. As to “electricity,” 
the book entitled “Fire Insurance Inspection 
and Underwriting,” by C. C. Dominge and 
W. D. Lincoln, published by The Spectator 
Company, says: 

ELECTRICITY, properly installed, is the safest 
kind of light. Repairs or extensions should be made 
only by experts. Regular examination is necessary 
to detect defects. Amateurs are responsible for many 
of the electric Electric power is safer 
than other forms because all the power is transmitted 
through stationary and not rapidly moving 
belts or shafting which have friction gearing and over- 
heated bearings and which necessitate many floor 
openings. 

When repairing or altering, all old wires or “dead 
ends” should be removed as they are apt to become 
charged and cause fire. 

A large percentage of the so-called “unknown 
cause” fires are directly traceable to poor insula- 
tion, poor wiring, overloading wires without proper 
poor installation of motors. Overfusing is 
a common occurrence. Direct current (brush motors) 
should be carefully protected from dust. Induction 
motors, while not subject to the dust hazard, should 
be very carefully wired because the hazards from 
currents are greater than at brush motors. 

Among the conductors are metals, charcoal, animal 


wire fires. 


wires 


fuses, or 


fluids, water, vegetable and animal bodies, flame, 
smoke and vapor. Among the non-conductors (called 
insulators) are rust, oils, phosphorus, lime, chalk, 


rubber, camphor, marble, porcelain, dry glass and air, 
wool, silk, glass, transparent stones, wax and amber. 
Some of these become conductors when wet. 

Defective insulation, such as wires hung on nails, 
is apt to cause short circuits through abrasion or 
the wearing off of insulation, thus setting fire 
to surroundings. Conduits are the best form of 
wiring. Wires strung loosely are dangerous and apt 
to become damaged. Water in leaky conduits and 
wires in contact with dampness, such 2s underground 
wires, cause blowouts. 


In addition, at least sixteen other subjects 
having a bearing on electrical matters, are 
specifically treated in the book named. 








which there are heavy policy loans as a result 
of the financial stringency. Otherwise heavy 
lapses upon which loans have been made will 
result. Underwriters were urged to do every- 
thing possible for conservation. 
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F. M. MACHMER 


President. 








SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


City Insurance Company of Pennsylvania 





A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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TRAIN YOUR DOLLARS 


to earn the highest rate of interest consistent with absolute safety. 


The lure of tempting fate through highly speculative securities is ever 
present; the pitfalls for making judicious investments are ever broadening. 


FARM MORTGAGES 


do not offer the thrills which accompany speculative securities, but when 
the day of interest maturity rolls around they return to you with faithful 
regularity the amount earned on your investment. 


No passing of dividends, no disappointing explanations; just a New 


York draft for amount due you. 


For 37 years The F. B. Collins Investment Company has specialized 
in selling Farm Mortgages in the growing Southwest. Its securities have 
stood the test of time and have never carried disappointment with them. 


These securities will net you 7 per cent per annum for ten years to come, 
and assure you of a fixed dependable income. 


Let us tell you what the big Life Insurance Companies, holders of trust 
funds and private investors think of their investments in Collins farm 


mortgages. 


Write for our Booklets, ‘“‘Why Collins Farm Mortgages Are Safe’, “As 
Others See Us,” and ‘‘8% Collateral Trust Bonds.”’ 


Train Your Dollars in the right direction. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 


OKLAHOMA CITY, OKLAHOMA 
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J. E. LOPEZ RESIGNED 


Retires from Presidency of the Con- 
tinental After Long Service With 
That Company 








N. T. ROBERTSON TO BE PRESIDENT 





P. L. Haid to Be First Vice-President of 
Continental, and J. A. Swinnerton 
President of American Eagle 
Henry Evans, chairman of the board of di- 
rectors of the Continental of New York, has 
announced several changes to be made in the 
official staffs of the American Fore companies. 
J. E. Lopez, president of the Continental, has 
resigned from November 17, and will be suc- 
ceeded by Norman T. Robertson, now presi- 
dent of the American Eagle Fire, who will be 
succeeded by James A. Swinnerton, now sec- 
retary of the Continental. Paul L. Haid will 

be first vice-president of the Continental. 
Mr. Evans spoke highly 6f Mr. Lopez, who 
intends to retire from active business, saying: 


J. E. Lopez has been associated with me as employe 
and official of the Continental Insurance Company for 
some twenty-eight years. In all that time he has 
given the best there was in him, and that was much. 
He has no peer as an underwriter and his splendid 
qualities as a man have endeared him to our whole 
organization. While I shall miss his helpful efforts 
and suggestions I am glad that he is able to retire, 
and I hope he may enjoy many years of rest and 
health. 


Mr. Lopez joined the Continental in 1894, 
having charge of its Southern business. He be- 
came assistant secretary in 1898, secretary in 
1902, and second vice-president and secretary 
of the American Fore companies in 1910, an‘ 
president of the Continental last year. 

Mr. Robertson was first a special agent for 
the Continental in 1904, and went to the head 
office in 1906. In 1912 he became assist secretary 
of the Fidelity-Phenix, being elected secretary 
in 1918 and president in 1920. 

Mr. Swinnerton’s connection with the Conti- 
nental dates back to his boyhood, and he has 
occupied many positions and offices, having been 
appointed secretary in I9QIo. 





FIRE NEWS BRIEFS 











Registration for fire and casualty courses of 
the Insurance Institute of America is in progress 
: - library of the Insurance Society of New 

ork. 

_E. R. Hardy, assistant manager of the New 
York Fire Insurance Exchange, has declined thé 
secretaryship of the Underwriters Association 
of Syracuse. 

_The Northwestern Mutual Fire Association, 
Seattle, Wash. and the Great American 
Casualty Company, Chicago, IIl., have been ad- 
mitted in Texas. 

The Yazoo Delta Local Agents Association 
met in convention at the Elks club in Yazoo 
City, Miss., on November 10. Vice-President 
George Wheatley of Greenwood presided in the 
oe of President J. H. Johnson of Clarks- 
ale. 

The Pacific coast office of the National Board 
of Fire Underwriters, located at San Francisco, 
as recently completed surveys of the following 
Washington cities: Centralia, Walla Walla, 


Chehalis, Aberdeen, Port Angeles, Anacortes, 





The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns.—-The Journal of Com- 
merce. 


The circulation of the publications of 
The Spectator Company, including THe 
SPECTATOR, amounted for the past year to 
about 1,500,000 copies, averaging about 
30,000 weekly. These standard publica- 
tions, covering life, fire, casualty and 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











Yakima, Vancouver, Olympia, Hoaquim, Wenat- 
chee and Puyallup. The reports will be issued 
within a short time. 

The fire insurance rates of Marysville, Cal., 
which were recently raised 18 per cent by the 
3oard of Fire Underwriters of the Pacific, have 
been restored to their normal basis. The raise, 
which was occasioned by the very severe fire 
losses of the cify this summer, raised a storm of 
protest. The reduction followed the guarantee 
by the city officials that improvements, accord- 
ing to the board’s recommendations, would be 
immediately made. 


REVENUE AGENT LOSES POINT 
Chancellor Holds Insurance Commissioner 
Has First Call on Impounded Funds 
The revenue agent lost another important 
point in the Mississippi anti-compact suit last 
week when Chancellor Stricker held that the 
Insurance Commissioner was entitled to privilege 
taxes due from the fire companies out of the 
impounded funds before any part of the funds 
was appropriated towards payments of fines 
recently imposed on the companies. It is under- 
stood that the revenue agent will appeal this 

point to the Mississippi Supreme Court. 

Several months ago the chancellor held that 
the Insurance Commissioner had a prior lien on 
the garnisheed funds for the 1920 taxes. 


Illinois Blue Goose Luncheons 

The Illinois Pond of the Blue Goose, in com- 
pliance with a request from members, is plan- 
ning to hold a series of noon-day luncheons in 
Chicago the first Monday of each month, be- 
ginning with December 5. Down State mem- 
bers have requested a meeting in their section, 
and plans are being made to hold one at some 
central point after the first of the year. 


Il 


COTTON VALUE UP 





Increase in Price Causes Serious 


Situation in Mississippi 





NEGOTIATIONS IN PROGRESS WITH 
NEW YORK 





Placing of Adequate Cover at Reasonable 
Rate Big Problem 

One of the serious aspects of the fire insur- 
ance situation in Mississippi is the increase in 
the valuation of cotton in storage. 

With the rise of the market since September, 
the value of cotton in the various Mississippi 
warehouses has mounted thousands of dollars. 

The placing of adequate covers at a reason- 
able tariff rate is a big problem for those con- 
cerned. Several brokers have been in New 
York negotiating with fire insurance agencies 
there, in order to relieve the situation some- 
what. 

This condition is the fulfilment of a prophesy 
made by business men months ago, that the 
anti-compact suit would seriously affect the 
public credit of Mississippi. 

Waréhouse receipts for cotton are every- 
where in Mississippi regarded as good col- 
lateral, and it is the practice of the banks to 
allow large overdrafts or other lines of credit 
upon the security of this class of paper. 

However, with an inadequate insurance 
cover, the banks will be very slow to loan money 
on warehouse receipts, and those who are hold- 
ing their cotton are unable to get the benefit of 
its increase in valuation. 

The Grenada warehouse at Canton, Miss., 
states that the cotton stored in its rooms has 
increased $300,000 in value during the last 
thirty days. 

The stagnation of business in Mississippi is 
detrimental to the interests of that State in 
many ways. 


Ice House Fires 


The recent destruction of an ice house at 
Lake Hopatcong, N. J., which was the fourth 
loss there of that kind within a year, attracts 
attention to that class of properties. In the 
book entitled “Fire Insurance Inspection and 
Underwriting,” by C. C. Dominge and W. O. 
Lincoln, published by The Spectator Company, 
the subject of ice houses as fire risks is 
treated as follows: 


ICE HOUSES.—Unusually large, light 
frame construction and filled with salt hay, saw- 
dust or hay between each cake of ice. Inspec- 
tors should note if located near water that is 
pure and not contaminated. Sweating hay is 
subject to spontaneous combustion. Instances 
have been known where the owner has kept 
the ice so long that it froze into one mass and 
could not be removed except by blasting, in 
which case the ice has no market value. The 
moral hazard should always be investigated. 
Fires are quite common in this class. 


The final measures are being taken in the liquidation 
of the New York Insurance Association of New York, 
one of the old Lloyds organizations. Any objection to 
its winding up by the New York Insurance Department 
should be filed with the clerk of New York County. 
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OR more than a quarter century the 
Missouri State Life has invested its 
millions in first mortgages on improved 
farm lands—without the loss of a dollar. 


Safety +Skill = Prosperity. The Missouri State 
Life enjoys a higher rate of interest than any 
other large Company—and its investments are 
in the safest profitable securities. This very 
large margin of profit is reflected in unusual 
liberality toward the policyholder, the bene- 
ficiary, and the Agent. 


The Company is in a most enviable position to 
aggressively prosecute its extensive program of 
Expansion. 


Our system of Branch Offices is proving highly 
successful. The biggest caliber men are being 
attracted by this, the greatest opportunity for 
leadership offered in the insurance business. Our 
Branch Managers and General Agents are in 
position to offer you the most attractive agency 
contracts covering Life, Accident and Health, 
and Group Insurance. 

If interested, see them or write us. 


Participate in our Prosperity. Ask 
for our booklet of Company Facts. 
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Life Agency Meeting 
(Continued from page 4) 
cies, New York Life, decried the part time 
man, and said companies should weed out from 
their ranks those men who are not bona fide 
agents. 

Other speakers at the afternoon session of 
Thursday were, Matthew E. Walker, manager 
of the insurance department, Provident Life & 
Trust Company; A. L. Dern, superintendent of 
agencies, Lincoln National Life; George L. 
Williams, secretary of the Union Central Life, 
and Winslow Russell, vice-president and 
agency manager, Phoenix Mutual Life. 

\ banquet was held in the East room of the 
La Salle Hotel, Thursday evening at which 
Dr. Horace Bridges of the Ethical Society was 
the only speaker. He discussed the problems 
to be brought up at the conference on limita- 
tion of armaments at Washington. 

T. Louis Hansen, vice-president and agency 
manager of the Guardian Life of America, 
opened the morning session Friday with a con- 
tribution to the discussion of “Company Plans 
for the Education of the Soliciting Agent.” 
It developed in Mr. Hansen’s talk that he is 
a firm believer in the necessity of planting in 
the new agent's mind the fundamental principles 
of life insurance and salesmanship with the 
ordinary life policy as his merchandise in the 
first venture. Later on in his selling career 
the more complex forms should be mastered, 
said Mr. Hansen: <A large part of the fault 
for failures among life agent's, he contends, is 
the incompetency of managers and general 
agents in teaching. 

Lire INSURANCE SOLICITORS 

Robert D. Lay, vice-president and secretary 
of the National Life of the U. S. A. of Chi- 
cago, followed Mr. Hansen in a discussion of 
the same topic. Mr. Lay’s talk dealt mostly 
with the class of men who enter the life insur- 
ance business. He declared that the average 
number of men entering the business is much 
lower than those entering any other business. 
He said that lack of education was the cause 
for many failures in the past; however, the 
number of successful life insurance men in 
years to come will be a fitting tribute to the 
men who have started the systems of education 
for agency forces. 

Other speakers at the Friday morning meet- 
ing were: G. H. Harris, supervisor of field 
service of the Sun Life Assurance Company of 
Canada; C. H. Carpenter, Eastern superintend- 
ent of agencies of the Great West Life; H. G. 
Wischmeyer, assistant superintendent of agen- 
cies of the John Hancock Mutual Life, and F. 
FE. Hall, superintendent of ordinary agencies, 
Life Insurance Company of Virginia. All of 
these speakers outlined the methods of instruc- 
tion employed by their respective companies. 

The outstanding address of the entire meet- 
ing and one which was received with much in- 
terest as carrying a message from a high offi 
cial of one of the largest companies in the 
world was that of George H. Gaston, second 
vice-president of the Metropolitan Life. He 


spoke in the main upon the selection and ap- 
pointment of life insurance agents. 
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ACTUARIES DISCUSS MANY TOPICS 


Fall Meeting Program Includes Numerous 
Pertinent Subjects 

The program for the fall meeting of the 
American Institute of Actuaries to be held at 
the Hotel Drake today and tomorrow will in- 
clude a discussion of the following: 

The advantages, if any, of long term endow- 
ment insurance over ordinary or limited pay- 
ment life policies. Methods of increasing the 
sale of long term endowment policies. 

Has it been found that the decreasing pay- 
ments of excess interest dividends to the bene- 
ficiaries under policies providing for payment 
of the proceeds by instalments have acted to the 
disadvantage of this form of settlement? Are 
uniform payments of such dividends practical ? 

Life insurance combined with 
savings banks accounts or with home _ build- 
ing and loan association memberships. Do 
these combinations afford opportunity for the 
greater development of life insurance? 

Problems of lost policies. 

Constructive program for conserving busi- 
ness and minimizing present lapses and sur- 
renders. The relative value of automatic pre- 
mium loans and extended insurance in saving 
business. 

What limitations are desirable in the allow- 
ance of disability benefits to overweights and 
other physically impaired risks? 

The significance of the recent changes in the 
incontestable law of Illinois. The merits of 
a two-year as compared with a one-year con- 
testable period. 

The desirability, or otherwise, of adopting 
standardized rules and methods for the selec- 
tion of risks. 

General discussion of any actuarial subject 
upon which information or opinions may be de- 
sired by any member. 


contracts 





LIFE INSURANCE ITEMS 











The National Life and Accident Insurance 
Company of Nashville, Tenn., has been licensed 
by the California Insurance Department to 
transact business in that State. 

License to do business in Texas has been 
granted by the State Department of Insurance 
and Banking to The Ohio National Life In- 
surance Company of Cincinnati, Ohio. 

The Equitable Life of New York has ap- 
pointed William Allison, one of its Ogden, 
Utah, agents to the newly created position of 
district manager for Ogden and Northern Utah. 

Vice-President and General Manager Kruse 
of the California State Life Insurance Com- 
pany of Sacramento, Cal., reports that the new 
written business in September totalled $1,077,790. 

The Pacific Mutual Life Insurance Company 
of Los Angeles reports the largest new written 
business in September of any month this year, 
the production amounting to $14,500,000. 
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Arthur J. Hill, assistant to the president of 
the National Association of Life Underwriters, 
has announced the appointment of C. J. Klit- 
gaard as chairman for California for the as- 
sociation. 

The Arthur J. Hill Agency of San Fran- 
cisco, California representative of the State 
Life Insurance Company of Indiana, has estab- 
lished an evening school of life insurance sales- 
manship. 

The Aid Association for Lutherans, a frater- 
nal beneficiary association, with headquarters at 
Appleton, Wisconsin, was granted a permit to 
operate in Texas by the Department of Insur- 
ance and Banking. 

Dr. Charles E. Waits, well-known Atlanta 
physician, has been chosen medical director of 
the Southern States Life Insurance Company 
of Atlanta, Ga., to succeed Dr. E. G. Jones, 
whose death occurred recently. 


The Cosmopolitan Life of America is the 
name of a new company formed in Detroit. 


News from the Capital 

With Congress planning to adjourn the spe- 
cial session on November 22, not to reconvene 
until the openiug of the regular session in De- 
cember, efforts are being made to secure the 
passage of the revenue bill by that time in 
crder that there may be no important business 
hanging over for the regular session, which 
will concentrate its efforts upon the enactment 
of a new tariff law. 

Leaders in the Senate believe that it will be 
possible to get the revenue measure through 
the conference committee during the current 
week and to have it adopted by both Houses late 
in the week or on Monday, at the latest, in order 
that it may be in the hands of the President 
for signature when the session is adjourned on 
Tuesday. 

* * OX 


Premium taxes collected during the month of 
September totaled $1,274,902, according to fig- 
ures just made public by the Commissioner of 
Internal Revenue, a decrease of $664,734 as 
compared with the collections of the corre- 
sponding month of 1920, and approximately 
$350,000 below the collections for August, 1921. 
Collections from this source have gradually 
been decreasing for several months. This tax 
will be superseded by the corporation income 
tax provisions of the new revenue law on 
January T, next. 

September collections totaled $631,702,411 
from all sources, of which more than a half- 
billion was from the third instalment of 1920 
income taxes, which fell due on September 15. 
Among the items of interest to the insurance 
fraternity in the month’s collections were $10,- 
434,949 from freight shipments, $1,418,271 from 
express packages, $8,540,336 from personal 
transportation, $804,039 from seats, berths and 
staterooms, and $2,275,439 from telegraph and 
long-distance telephone messages. 
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/Etna Service 


Includes all Life Lines 





Agents of the AATNA LIFE can offer their Prospects 
the Widest Range of Policies 








The ETNA LIFE issues Participating and Non-Participating 
Life and Endowment Policies 


Also Non-Participating Monthly Incomes, Partnership Policies, 
Term Policies, Group Insurance Policies, Annuities, 
Deferred Endowments, Income Bonds, Life Incomes, 


Increasing Insurance Policies under the Life, 20 Payment Life 


and 20 Year Endowment Forms. 


sat 


The /Etna Life issues the most flexible, practical plan of 


GROUP INSURANCE 


both Participating and Non-Participating 


oi 


Experienced and successful men, also success- 
ful men without Life Insurance experience, 
may find satisfactory opportunity 
with this company 


Address: FRANK BUSHNELL, Agency Secretary 


AETNA LIFE INSURANCE COMPANY, HARTFORD, CONN. 
Affiliated with 


AETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
of Hartford, Conn. 
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SENATE TAX BILL 


Measure Passed After Ten Weeks of 
Hard Work 


DIFFERS FROM LOWER HOUSE BILL 


Conference Committee to Produce Measure 
Embodying Recommendations of 
Both Houses 


The following is a summary of the bill passed 
hy the United States Senate placing all insur- 
ance companies other than mutuals under the 
corporation tax provisions of the law. The 
bill is now in conference for adjustment. 
The measure differs in many respects from the 
one approved by the lower body of the House. 


Mutuat CoMPANIES 


Mutual companies will be taxed substantially as un- 
der the present law, at the same rate as other cor- 
porations under section 230. Mutual marine companies 
are required to include in gross income the gross pre- 
miums collected and received by them, less amounts 
paid for reinsurance. 

In computing net income of mutuals, other than 
life, they will be permitted the following deductions: 

All ordinary and necessary expenses incurred in 
carrying on the business, including a reasonable al- 
lowance for salaries or other compensation for personal 
services actually rendered, and rent of property when 
rented; interest on indebtedness, except when incurred 
in carrying obligations or securities (in the case of 
Government. securities issued since September 24, 
1917, deduction may be made of so much of the in- 
terest as exceeds that received from the Government, 
in the 1921 and 1922 reports); taxes; debts ascertained 
to be worthless and charged off within the taxable 
year; dividends from corporations on which the tax 
is paid at the source; reasonable allowance for ex- 
haustion, wear and tear of property and for obsoles- 
cense and, in addition thereto, the following: 

(a) The net addition required by law to be made 
within the taxable year to reserve funds (including 
in the case of assessment insurance companies the 
actual deposit of sums with State and Territorial offi- 
cers pursuant to law as additions to guarantee or re- 
serve funds); and (b) the sums other than dividends 
paid within the taxable year on policy and annuity 
contracts; 

Amounts repaid to policyholders on account of pre- 
miums previously paid by them, and interest paid 
upon such amounts between the ascertainment and 
payment thereof; 

In the case of mutual companies (including inter- 
insurers and reciprocal underwriters, but not including 
mutual life or marine) requiring their members to 
make premium deposits to provide for losses and ex- 
penses, there will be allowed, in addition to other de- 
ductions, the amount of premium deposits returned to 
policyholders and the amount of premium deposits re- 
tained for the payment of losses, expenses and re- 
serves. 

An amendment was adopted permitting consideration 
as exemption from gross income receipts of ship- 
owners’ mutual protection and indemnity associations, 
not organized for profit, and no part of the net earn- 
ings of which inure to the benefit of any private 
stockholder or member, but such corporations shall be 
subject as other persons to the tax upon their net 
income from interest, dividends and rents. 

Lire CoMPANIES 

Life companies, other than mutuals, will be taxable 

as other corporations under the provisions of section 


230 on net income from sources within the United 


States. 

Net income is defined as gross income less the fol- 
lowing: 

Interest from tax exempt securities and an amount 
equal to the excess, if any, over that deduction, of 
four per cent of the mean of the reserve funds re- 





first two contract years. 
—Minor Morton, Vice 





OHIO, INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced, 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


President and Agency Manager 








quired by law and held at the beginning and end of 
the taxable year, plus, in the case of companies writing 
combined life, health and accident policies on the 
weekly payment plan, not subject to cancellation, four 
per cent of the mean of such reserve funds (not re- 
quired by law) held at the beginning and end of the 
taxable year, as the Commissioner of Internal Revenue 
finds to be necessary for the protection of the holders 
of such policies only; 

The amount received as dividend from a domestic 
corporation or a foreign corporation when it is 
shown that more than fifty per cent of the gross in- 
come of the latter for the three-year period preceding 
the distribution of such dividends was derived from 
sources within the United States. 

An amount equal to two per cent of sums held for 
the payment of dividends deferred for a period of 
not less than five years from-.date of the policy 
contract; 

Investment expenses not to exceed one-fourth of one 
per cent of the book value of the invested assets; real 
estate taxes; a reasonable allowance for exhaustion, 
wear and tear of property, and for obsolescence; in- 
terest paid on indebtedness other than that incurred 
in carrying obligations or securities, and, in the case 
of domestic life companies the net income of which is 
$25,000 or less, a specific exemption of $2000. 

In the case of foreign life companies the amount of 
its net income for any taxable year from sources 
within the United States shall be the same proportion 
of its net income from all sources, which the reserve 
funds required by law and held by it at the end of the 
taxable year upon business transacted within the 
United States is of the reserve funds held by it at 
the end of the taxable year upon all business trans- 
acted. 

OrHEeR CoMPANIES 

Companies other than life and mutuals also will be 
taxed at the same rate as other corporations under 
section 230, but two separate sections have been in- 
serted in the Senate bill detailing how their tax 
shall be computed, which provide for reports on the 
basis of the annual statement approved by the Na- 
tional Convention of Insurance Commissioners. 

Such companies have the following deductions: 
Ordinary expenses incident to carrying on business; 
losses incurred; bad debts in the nature of agency bal- 
ances and bills receivable ascertained to be worthless 
and charged off within the taxable year; amounts re- 
ceived as dividends from corporations paying taxes at 
the source; interest from tax exempt securities; a rea- 
sonable allowance for exhaustion, wear and tear and 
obsolescence; and, in the case of domestic companies 
with net income, without the benefit of the above, of 
$25,000 or less, the sum of $2000. 

Exemptions for foreign companies will be the same 
as provided for other foreign corporations to the ex- 
tent that they are connected with income from sources 
within the United States. 


EstaTE TAXES 


Refusing to agree to the maximum estate tax of 
twenty-five per cent on net estates in excess of $10,- 
600,000, the Senate added new brackets, providing a 
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maximum estate tax of fifty per cent on estates in ex- 
cess of $100,000,000. The present law regarding the 
inclusion of insurance in the return made upon an 
estate is to be continued in the new law, this providing 
for the inclusion of insurance in excess of $40,000. 


MIscELLANEOUS INSURANCE PROVISIONS 

Under the heading of exemptions from personal 
returns there are included proceeds of life policies 
paid upon the death of the insured, and the amount 
received by the insured as a return of premium, 
either during the term or at the maturity term men- 
tioned in the contract or upon surrender. 

The Senate refused to exempt premiums paid on 
life policies covering the life of officers or employees, 
or persons financially interested in any trade or 
business carried on by a taxpayer, when the taxpayer 
is directly or indirectly a beneficiary under such 
policy. 

Farmers’ and other mutual hail, cyclone and fire 
companies continue tax free, as at present. 

The stamp tax on surety and indemnity bonds is 
repealed by the Senate. 

The tax of three per cent on “export” insurance is 
continued. 

The premiums taxes in section 504 are repealed. 

The corporation capital stock tax is continued, but 
the rate of $1 per $1000 value of the stock is in- 
creased to $2.where the total value of the stock is in 
excess of $3,000,000. 


MISCELLANEOUS PROVISIONS 

The Senate followed the lead of the House in re- 
pealing the excess profits tax, but determined that the 
maximum surtaxes on income should be fifty per cent 
instead of thirty-two per cent, as provided in the 
House bill. 

Heads of families will benefit more than single per- 
sons from the changes made in the income sections of 
the bill. In the case of taxpayers having a net in- 
come not in excess of $5000 the personal exemption 
will be $2500 instead of $2000, as at present, and the 
exemption for dependents is increased from $200 to 
$400. No change, however, is made in the exemption 
of $1000 allowed single persons. The tax rate on in- 
comes will be four per cent on the first $4000 of net 
income and eight per cent on the amount in excess of 
that sum, while the surtaxes will apply to incomes in 
excess of $6000. 

The present tax on telegraph and long-distance 
telephone messages is retained, but all the transporta- 
tion taxes—freight, express and parcel post, personal 
transportation and Pullman accommodations—are re- 
pealed, effective January 1, next. In addition, the 
industry will benefit from the provision which permits 
traveling salesmen and others to deduct from their 
income returns all expenses for board and lodging 
while away from home in the pursuit of a trade or 
business, 

With the House and Senate bills before it, the con- 
ference committee, composed of five members from 
each body, is called upon to produce a third bill, 
agreeing on all sections not identical in the bills as 
passed by the two Houses, which will then be sub- 
mitted to them for approval. 
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CO-WORKERS 





Every department of the Lincoln Life organi-= 
zation is made up of co-workers. Each field 
man is enrolled as a part of this good-will band 
when he takes a Lincoln Life rate book. 


That personal touch is never lost. Its stead= 
fast co-operation turns practically every one of 
his applications into policies and shoots them 
back to him ready for delivery in record,breaking 
time. 








CINK uP (wir tHe @)LINCOLN) 


The -Lincoln National Life Insurance Co. 


“Its Name Indicates its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $190,000,000 in Force. 

















Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 

















THE FORT WORTH LIFE 


wants more 
Producing Agents 


in Texas 


Look up its record of 15 years’ successful 
operation, then write the Home Office at 


Fort Worth, Texas 


for a LIBERAL CONTRACT 

to write ATTRACTIVE POLICIES 
at REASONABLE RATES 

in PROSPEROUS TEXAS 








Don’t Delay 
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Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 
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PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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EDUCATING THE SOLICITING AGENT 


Ideas of Various Prominent Officials On Field Problems of To-day 


METHODS OF SEVERAL COMPANIES DISCUSSED FREELY 


Necessity of Continuous Education Conceded By All 


At Life Agency Officers’ 


Association—Agent Must Be Trained At Start and Inexperience Thus Discounted 


The modern trend in the agency departments 
of the great life insurance companies calls for 
a division of labor as compared to the method 
of handling affairs in such offices some years 
ago. Then the getting of an agent and the plac- 
ing of him in the field was the principal objec- 
tive. Now it has become necessary not only to 
get an agent, but also to train him. In other 
words, agency managers have discovered that 
untrained agents average to be exceedingly in- 
efficient and keep up a low rate of production. 
On the other hand, it has been found that for 
the most part new agents respond readily to 
training and that they show a much higher 
average production when in the field—enough 
higher to convince home office executives that 
training is well worth while. Most offices are 
so convinced of that, they keep up the train- 
ing year after year, constantly supplying their 
agents with new ideas and fresh enthusiasm. 

Out in Chicago an important group of agency 
managers (the Life Agency Officers’ Associa- 
tion) were busy last week discussing the vari- 
ous ways and means by which the soliciting 
agent may be educated. A great many worth- 
while ideas on the subject were exchanged. The 
following paragraphs are illustrative of the type 
of thought, and provide a concrete idea of 
methods by which a new agent is trained and 
older ones kept trained. 

L. Seton Lindsay, superintendent of agencies 
for the New York Life, spoke as follows: 

Like other companies, we, of course, devote a great 
deal of time to finding new agents—the right kind of 
material, so far as we can judge—but we also lay 
great stress upon the importance—the necessity—of 
Properly educating, training and starting the new man 
in his work of soliciting. 

In my opinion one of the fundamental weaknesses 
in present agency management is the toleration by 
many companies of a great horde of people who are 
licensed to write insurance for them, but who pro- 
duce very little business. It is discouraging to the 
sincere whole-time man, making his living in life 
Imsurance, and whose family support depends on his 
Success, to run against Tom, Dick and Harry and 
discover that they are licensed as agents, although 
doing little or nothing. 

Now, as to educating agents. Every braach office 
of the company is a ‘school in charge of a salaried 
agency director, who is the schoolmaster. He is, or 
ought to be, thoroughly competent by long years of 
experience and study to teach and educate the agent. 
The home office, through officers especially trained— 
Some through practical experience in the field, others 
through scientific research and study—backs up and 





What G. H. Harris, Supervisor of 
Field Service, Sun Life of Canada, 
Says About Vocational Education 

We may properly claim much for vo- 
cational education. We shall harm our- 
selves if we claim too much. We shall 
claim too much tf we look to it as a 
substitute for those qualitics of mind and 
heart and conduct which constitute the 
real differences between one man and an- 
Our men, for the most part, are 
crude builders; in the past they have 
hewn their own stone, cut their own 
lumber, mixed their own cement; they 
have built without plan, and without skill, 
but their qualities of determination and 
optimism have enabled them to build some 
sort of structure. Maybe it is not sym- 
metrical; its lines are not good; it may 
be a little leaky, but considering they had 
no tool but their own jackknife it isn’t so 
bad. We can help them; we can provide 
them with bricks, with cut timber, with 
tools—hammer, saw and plane; we can 
even provide plans and instruct them in 
the art of building. But they essentially 
are the builders; we cannot erect their 
structure for them or we will destroy 
their manhood and their morale in the 
process. Let the purpose of our work as 
educationalists be that of making men, so 
that the ancient stigma that we are break- 
ing men may be forever removed. 


other. 











assists the agency director and his branch office force 
through advice, instruction and practical literature. 
Some of these branch office schools are excellent. 
some not so good, and some mediocre—all depending 
upon the qualifications and efficiency of the school- 
master, the agency director. The general superinten- 
dents, known in our company as inspectors of agencies, 
are carefully selected men of large experience, judg- 
ment and efficiency. Their job is not only to keep up, 
but to raise, the standard of ability, industry and effi- 
ciency among the agency directors, 

The sentiments expressed above in relation to 
the possibilities back of a part-time agent were 
corroborated by several other important man- 
agers. For instance, George H. Gaston, second 
vice-president of the Metropolitan Life, said: 


My company has no part-time field employees. All of 
its business—industrial, ordinary (which latter includes 
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intermediate), and health and accident—is done by 
the same class of agents. No agent is employed to do 
any one class of business exclusively, and brokerage 
business is refused. 

When an individual is, by any one of our companies, 
being appointed to an agency, it is well to hold in 
mind that he is being admitted to fellowship in an 
association of men representing a great public institu- 
tion, and that the institution is itself wholly and un- 
reservedly dependent upon the representations, acts 
and conduct of the members of such association for 
the public and private repute in which it is held, for 
the manner in which its purposes are carried out, for 
the character and integrity, as well as the extent of 
its operations; in a word, that its honor, fortunes and 
destiny are in their keeping. This suggests to my 
mind that such a relationship should not be lightly 
regarded, and, cannot be wisely entered into, unless 
and until it is clearly established that the individual 
who seeks to become a party to it is fully qualified for 
and in every way deserving of the trust which it will 
repose in him; that to this end the incompetents, the 
unfits, the changelings, should be rejected out of hand; 
that as to those who are accepted, once they are taken 
into our employ everything possible should be done to 
train them jin the work and imbue them with high 
ideals of the service they are to render to the public; 
that someone be made responsible for seeing to it 
that they get practical help and instruction, and that 
they not only earn a living wage but become able to 
lay something aside for the future and thereby practice 
the doctrine of thrift, which they must daily proclaim 
in the prosecution of their work. 

W. Caswell Ellis, agency manager of the 
Southeastern Life of Greenville, S. C., advo- 
cated central training schools in every State in 
lieu of company schools. Continuing his argu- 
ment in favor of this plan, he said: 

It is a fact, of course, that compulsory training 
would affect temporarily the volume of new business 
produced, but it is difficult to believe that the life in- 
surance companies of the country do not have sufficient 
courage, sufficient interest, sufficient faith in the fu- 
ture of the business to agree to a reduction in the 
quantity of their agents in order that the quality of 
agents and of service be improved. 

Some ardent champion of the much cussed and dis- 
cussed part-time man will doubtless feel that such 
system would spell the doom of the _ part-timer. 
Frankly, I wish, personally, that something could do 
just that. But such system as has been suggested 
need not do so. If any general agent or official were 
sufficiently interested in the part-timer’s value, such 
general agent or official could have the privilege of 
paying the part-timer’s expenses while he is qualifying 
for his license. A man who is not good enough to 
warrant such expense would hardly be good enough to 
be in this business. 

Another phase of the general subject which 
received considerable attention was the value 
of books and leaflets to the agent. Properly 
backed up by action on the part of the agent 
and his manager, Matthew Walker, manager 
of the insurance department of the Provident 
and Trust of Philadelphia, thinks they are ex- 
cellent. He says: 


I welcome every good book that comes out on the 
subject of life insurance. Very much as the old 
Kentucky colonel said that all whiskey was good, only 
some whiskey was better than others, I am almost 
tempted to say that all books on life insurance and 





life insurance salesmanship are good, only some of 
them are better than others. But, after all, gentlemen, 
type is cold; it is lacking in vitamines. The real 
benefit comes when the general agent who has read 
the book is able to supply the vitamines. * * * 
We started out with the axiom that education is 
necessary for a new agent. It is equally axiomatic, I 
think, that books are necessary to an education. But 
it is a dangerous fallacy that books comprise an educa- 
One man may bring a student to a book, but a 
You may dump 


tion. 
whole army can’t make him think. 
bricks enough to build a house on a vacant lot which 
a man owns, but that doesn’t mean building him a 
house. 

The books and the leaflets are necessary—vitally 
necessary—in training new agents—no one insists on 
that more than I—but if we want the book or the 
leaflet to be 100 per cent efficient we must understand 
that there is a limit to its function. No general agent 
can get along without these helps—but they are helps 
only. The general agent who tries to make a full 
partner out of printed matter and turns over to 
printed matter the teaching of his new agents is going 
to have an inefficiently large turnover. 


Robert D. Lay, vice-president and secretary 
of the National Life of the U. S. A., is strong 
for creating proper habits right from the start. 
His ideas are as follows: 


Above all, we endeavor to educate the field man by 
developing in him what might be termed the practice 
and capitalization of the habit faculty. As you know, 
we are all creatures of habit. There is nothing so 
hard as to teach an old dog new tricks. He has been 
doing the same thing, in the same way, for so many 
years that it is found to be better to let well enough 
alone than to remake the daily habits of a lifetime. 
We endeavor to capitalize two big ideas, of which 
that in itself is one. The other is that everything 
has a beginning—even habit. Therefore we purpose 
that those who are to become the “old dogs’? of the 
National will not need to be taught new tricks. It is 
our purpose to educate them right—from the begin- 
ning. In other words, we intend that they begin to 
cultivate habits which shall develop into great assets 
rather than indifferent ones, or, even worse, liabilities. 

There is one outstanding feature of our plan of 
educating the soliciting agent, and it may be summed 
up in a few words; nately, with all your getting of 
education and knowledge of life insurance of the 
company, and salesmanship, above all get the habit of 
seeing people. 


~ 
4 


In a few words, E. C. Millair, vice-president 
and secretary of the George Washington Life 
Insurance Company, reviewed the history of 
efforts to educate the soliciting agent. He said: 


There has been no sufficient opportunity, in point 
of time, allowed me by your committee to permit one 
as busy as I always am to do research work in effort 
to obtain historical data on the matter of the educating 
of agents, but I may quite safely say that prior to 
the Armstrong investigation of 1905 the effort to edu- 
cate the field man was crude, superficial and very 
unlike what we desire to promote to-day. As a matter 
of fact, I believe that beyond drills of doubtful 
efficiency on the subject of policy plans, the agents’ 
education was stopped at ‘“‘How best to fling mud at the 
other company.” It is, you see, a long cry from the 
methods of those days to the movement toward co 
operation for the uplifting of life insurance as an insti- 
tution, as undertaken by this convention, which by its 
efforts is educating both home office and field in the 
ethics of the business and in service to the public 
with the motto “Live and Let Live” on its standard. 

This is the groundwork- from which lessons to the 
agent should begin, and in his mind should be in- 
stilled the thought that he, in truth, has a mission to 
perform, that he is to his clients as a doctor to his 
patients, and should direct his work and energies to 
one objective—the gaining and retaining for all time 
the confidence of the people of his community. If he 
does not do this he will eventually fail in his work, 
no matter if he study the words of ‘‘Eddie’’ Wood, 
“Ray”? Stevens and like authorities from dark to dark. 
An agent must not fear to meet his policyholders, and 
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he must therefore be not only properly drilled in com- 
pany methods, policy plans and the whys and where- 
fores of the business, but surely in its ethics; he need 
not be an executive or an actuary, but he must know 
his company, he must understand the policy contracts 
and rates and he must “sell his business right.”” He 
should be made to understand that a satisfied body of 
policyholders offers the best possible field for new 
prospects and for the increasing of insurance. 


THE SURGEON’S STORY 


Another Charity Case Comes to His 
Attention 
By Irvinc Loes 
Tt was 5 A. M. The chief surgeon of the 
Maternity Hospital was working fast. At last, 
with a cry of relief, he cried all’s well. It’s a 
In the adjoining room Grace Brown was 
She had successfully gone through 
An hour later 


boy. 
resting. 
the supreme test of motherhood. 
the chief surgeon received a telegram. - He 
opened it hastily and was thunderstruck by its 
contents. It read: “Frank Brown, employed in 
our mill, was accidentally killed to-day by an 
automobile on the way to the Maternity Hos- 
pital.” 

The surgeon ordered the news withheld from 
the wife for a month. Her condition was too 
dangerous. In the meantime he ordered an ex- 
amination of her husband’s financial affairs. 

A month later his secretary handed him the 
report of the investigation department of the 
hospital. Frank Brown had no bank account 
and carried no life insurance. The surgeon, 
cool and unemotional as he usually was, re- 
marked to his secretary with feeling, “Another 
charities case. What right had that man to 
marry unless he carried a life insurance policy? 
And what further right had he to be responsible 
for another soul coming into the world unless 
he carried some life insurance? What misery 
he could have prevented if he carried some life 
insurance!” 

_[Copyright, 1921, by The Spectator Company, New 


York. Companies and general agents desiring to use 
this article, please communicate with Tue Spectator. ] 








Connecticut Mutual Has New Policy 
The Connecticut Mutual Life has issued a 
new special endowment at sixty-five, contract 
which will prove of interest to the insurance 
prospect who would protect both his family 
and himself during old age. This contract 





covers total and permanent disability also by 
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monthly income. This new form is designed in 
multiples of $1160 face amount, and provides 
for monthly income in multiples of $10. 

Male lives only are included in this contract, 
and it is granted only with monthly income 
disability benefits of exactly the same amount 
as the life covered. 

Albert Bruckman Promoted to Manager 

Albert Bruckman, assistant manager of tlic 
east district of the Western and Southerr Life 
Insurance Company, has been promoted to man- 
ager of the Middletown (Ohio) district. \lr 
3ruckman was presented with a handsome 
traveling bag by his former associates of the 
district staff. William Glaser, John Landiirt 
and Herman Teegarden were appointed assist- 
ant managers of this district. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST,. that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 
Life..... iGusisneiste:5)5)5. 07 NOD 

Twenty Payment Life...... . $167 .10 

Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Cencord, N. H. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, IOWA. 


REINSURANCE ONLY 


Full Coverage 




















“Position Wanted” 

You have seen many times in the daily papers 
an advertisement that started “Position 
\WanteD By a Wipow,” and you have passed 

over without considering it of much im- 
portance. “Sort o’ commonplace like,” as Jimmy 
Riley would say. It’s strange how we become 
accustomed to such things. The other night 
ve saw it again, Posirion Wantep By a 
\Vipow, but followed by the information that 
she would take any kind of work, sewing, wash- 
ing, anything under the sun that her woman’s 
hands and strength could accomplish. You see, 

was necessary that she get work at once, be- 
cause she had two children, two little tots, who 
had to be fed and clothed and sheltered. 

All honor to that mother for wishing to keep 
her family together, to keep the kiddies under a 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Ageats Wanted 


HOME 


BUGBNE TANKE, President 
W. C. DIXON, Secretary 














The mother-love was strong 
within her and she realized what a mother’s 
guiding hand meant to them in their tender 
years. 

Of course, it would have been easy to have 
sent them to a home, but she looked ahead, 
and while appreciating the comforts that an in- 
stitution could provide, she knew the children 
would be bereft of that greatest of life’s influ- 
ences, a mother’s love. 

Position WantTED By a Winow. Do you 
for a moment suppose that on her bridal day 
even the thought that such an ad. would be 
necessary flitted across her memory? Oh, no; 
for you know better. Your wife had hopeful 
visions, a husband’s care and protection and a 
home. So did she. They looked upon life then 
as a beautiful dream. The husband was a 
strong, rugged man and steady. The children 
came and with them greater joys, but in the 
midst of their dream the husband and father 
went away, never to return. 

Position WANTED By a Wipow. The little 
woman dressed in black for the first time. Re- 
turning from the cemetery, she set her house in 
order. It didn’t take long; in fact, she was 
surprised to find their savings so small, and no 
life insurance. The future looked—O so vague, 
so dark, so questioning ! 

Now she lives in two small rooms. Quite 
different from the old days. The little house, 
with its garden and roses, climbing around the 
door. But her case has lots of company. ‘It’s 
too bad that it’s true, and all due to neglect— 
the husband's or that of some one else. 

Position WANTED By a Winow. Life in- 
surance would have saved the day. A monthly 
income would have guaranteed comfort, saved 
the home, educated the children. Yes, you have 
skimmed the ad. and let it go as one of the 
happenings of the day, but if it had read “Po- 
sition wanted by a widow whose husband died 
it would have held your 

And it would have 


mother’s wing. 


without life msurance,” 
attention, wouldn't it? 
stated the truth. 
Wuose Fautt Was It THat He Dipn’t 
Carry It?—The Prudential Weekly Record. 


President D. B. Morgan of the Northern Life 
Insurance Company of Seattle reports that the 
southern California office, which was opened at 
Los Angeles on October 4, is progressing very 
satisfactorily. 
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CHATTANOOGA MEETING 





Life Underwriters Discuss Withdraw- 
ing Reserve 





TALK BY ARTHUR W. LARSEN 





Investing Reserve and Buying New Insur- 
ance Advocated 

The regular monthly meeting of the Chat- 
tanooga Life Underwriters Association was 
held at the Patten hotel last Friday. 

In commemoration of the signing of the 
armistice three years ago, President J. E. Smartt 
announced that the meeting would open with a 
minute’s silent prayer. 

Following the luncheon, Arthur W. Larsen, 
assistant secretary and assistant actuary of the 
Volunteer State Life, discussed “The Advis- 
ability of a Man Carrying Whole Life Insur-_ 
ance, Withdrawing the Reserve When He Had 
Attained Ages Between 40 and 45, and Invest- 
ing Same at Interest, and Applying for Addi- 
tional Insurance.” 

Mr. Larsen’s talk was illustrated by black- 
board diagrams. 

He opened by saying that a great many insur- 
ance questions which might be proven by mathe- 
matical formulas were of doubtful value in 
practice. If a man carrying a whole life policy, 
which was twenty or twenty-five years old, 
should withdraw his reserve during the period 
mentioned, he might with a slight financial 
profit to himself apply for additional insurance 
on the whole life plan. Mr. Larsen said this 
would not be true, however, at earlier or later 
years, and that the great danger lay in the in- 
sured’s ability to invest said reserve in abso- 
lutely safe securities which would yield a suffi- 
ciently high rate of interest to be attractive. 

There was some discussion among those pres- 
ent after Mr. Larsen concluded, but no one 
present seemed to take the opposite view. 

James Reeder, actuary of the Provident Life 
and Accident Company, was a guest at the 
meeting. 

President Smartt announced that the annual 
election of officers and executive committee 
would be held at the December meeting. 





John W. Greb, formerly with the Fidelity 
Mutual Life in its Spokane territory, has been 
made manager of the company’s San Francisco 
department. 


Charles IX. Bennett has been made manager 
of the Continental agency, Salt Lake City. Mr. 
Bennett was formerly special agent of the New 
Amsterdam Casualty Company at San Fran- 
cisco. He is an old friend of Phil J. Purcell, 
president of the agency. 





A Difficult Prospect 
Sold by letter 


The letter was written at Madison, Connecticut, for 
P. F. Storrs, Manager, Confederation Life Associa- 
tion of Canada at London, England. Mr. Storrs 
writes, “The afternoon I received your letters I sent 
several to prospects whom I had been drumming pretty 
hard without result. A reply came from one making 
an appointment. I called and secured his proposal for 
£15,000 ($75,000) at the very first interview.” You 
may have details of this letter plan on request—ask 
for folder 11A. 

WILLIAM S. HULL 


Madison, Conn. 
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New Law Permits Its Transfer to Domestic Companies 





PROVIDES RELIEF FROM POLICY OBLIGATIONS , 





Domestic Company Assuming Outstanding Risks Also Takes Foreign Company’s 
Securities in Austria for Protection of Such Risks 


By Dr. ALBERT EHRENZWEIG 


Professor of Insurance and Chief of 


In the June 16, 1921, issue of this publication 
I reported on an anti-rebate law which the new 
Austrian Republic had patterned after the laws 
of the State of New York, and that the said 
republic was the first of the European states 
to do so. To-day it is my privilege to report 
on another Austrian law, just promulgated 
(Law of September 30, 1921), “on the transfer 
of outstanding insurance,” which, while it does 
not follow any American prototype, yet is due 
directly to American influence. 

The American life insurance companies, which 
have exercised such a far-reaching influence on 
European insurance matters, have unfortunately 
become ‘Europe tired.” 


LIQUIDATION IN PROGRESS 


They long ago ceased to do new business in 
“Old Austria,” now disappearing, and limited 
their activities to the management of the old 
business that is gradually dying out. In view 
of the standards of currency in the various 
states succeeding Old Austria, such liquidation 
has become an absolute burden, and it is there- 
fore quite natural, though regrettable, that the 
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the Insurance Department in Vienna 


companies wish to free themselves of this bur- 
den as rapidly and completely as possible. How- 
ever, in those new states which have adopted 
the laws of Old Austria, such complete with- 
drawal cannot be effected merely by transferring 
the liabilities and assets of the business to a 
domestic company. For such a transaction is a 
purely internal affair of the companies partici- 
pating in it and of no effect outside of it: The 
transferring company retains its rights and its 
obligations towards the policyholders under the 
insurance contracts and merely entrusts the 
management to another company as its manda- 
tary. And even when the transferring com- 
pany assigns to the assuming company its claims 
on the premiums—yes, even if it transfers, as 
of necessity it would have to do, to the assum- 
ing company, when the “sale” is consummated, 
the securities held by the Government as guaran- 
tee for the performance of its obligations—such 
transferring company still remains “debtor” un- 
der the insurance contracts, so long as each and 
every insured has not consented to the assump- 
tion of the liability by the assuming company 
(so-called “converting of the policies”), a pro- 
tracted process during which the transferring 
company’s obligations in the abandoned territory 
continue legally under the contracts. 


CoMPANIES DesireD Positive RELIEF 


The American companies, however, desired, 
when transferring their business in the new 
states, to free themselves likewise of their con- 
tract obligations under the right of citizens as 
private persons. Last year the New York Life 
Insurance Company, at the head of a group of 
companies, applied to the governments of the 
new states in order to obtain legislation cover- 
ing this point. In consequence thereof the 
Czechoslovakian, Jugoslav and Hungarian gov- 
ernments, backed by general laws empowering 
them to do so, issued decrees, whereby the 
transferring company was totally released from 
its obligations. The Government furthermore 
granted unto itself the power to take over the 
“insurance stock” (liabilities and assets) for 
the state itself and to transfer it to a state in- 
stitution, especially established for that pur- 
pose, or to a private institution. 

The Government of new Austria was bound 
to recognize the practical usefulness of the in- 
novation demanded by the American companies, 
for such a decree is bound to facilitate and 
expedite the transfer of the business from one 
domestic company to another also, which is now 
the order of the day, as the ever-increasing 
management expenses compel the companies to 
consolidate in order to save costs. However, 
the intrusion of the state in taking over insur- 
ance business was not viewed with favor. To 
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permit the acquisition by the state itself of an 
“insurance business’ may be a dangerous pre- 
cedent for the “nationalization” of insurance, 
so much desired by certain political parties. On 
the other hand, a mere decree by the Govern- 
ment seemed not sufficient for a matter so 
deeply affecting the legal rights of a large 
number of persons, although there is a very 
elastic law in Austria empowering the Govern- 
ment to issue economic decrees. 


SpecrAaL LAw ENACTED 


It was therefore absolutely necessary to enact 
a special Jaw, and this has actually occurred, 
after various difficulties were overcome. 

According to the existing regulations for 
supervision, the transfer of an “insurance busi- 
ness” was left to the sanction of the Ministry 
of the Interior as controlling board. But such 
approval was of no effect as regards the rights 
of private citizens. The law (section 1) now 
prescribes that in such cases the Ministries of 
the Interior and of Justice may, by request of 
the insurance companies taking part in the 
transaction, decide ‘‘that the assuming insurance 
company alone has any rights and obligations 
under the respective insurance contracts.” 

Viewed theoretically, such a decision is in its 
juridic character a special law, covering an indi- 
vidual case. Therefore the law decrees that 
the decision must be published in the State Law 
Gazette (called “Federal Law Gazette,’ as the 
small, new Austria is unfortunately a “federa- 
tion”). Only after such “publication in the 
Law Gazette” the decision becomes legally op- 
erative, and thereupon can be contested neither 
in the ordinary courts nor in the administrative 
court. This is an express provision of the law 
due to the efforts of the New York Life Insur- 
ance Company, which demanded complete safe- 
guards for the transactions involved. And 
justly so, for practical as well as for juri- 
dico-theoretical reasons, for the Government de- 
cision in question is in the nature of a special law 
or “privilege,’ which represses the normal lia- 
bility under a certain group of insurance condi- 
tions. It is therefore necessary that the decision of 
the Government shall not be subject to a 
judicial review. 

The individuals insured have no direct in- 
fluence whatever on the transaction, in contra- 
distinction to the Swiss law of February 4, 
1919, Art. 18, which prescribes: “With the 
sanction of the Federal Council a domestic or 
foreign company may transfer its outstanding 
insurance in Switzerland in whole or in part, 
with rights and obligations, to a licensed com- 
pany.” The Swiss insured are to be given the 
opportunity, by publication within a period of 
at least three months, in the Swiss Journal of 
Commerce, of raising any possible objection 
against such transfer. 


GovERNMENT ActTIoN Is SUFFICIENT 
The Government argumentation of the Aus- 
trian law remarks, in reference to the above, 
that “this mode of procedure cannot be fol- 
lowed, for, on the one hand, the widespread 
character of the insurance contracts excludes 
the particular claim of the individual, even 
though his own interest may be jeopardized; on 
(Continued on page 22) 
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WANTED! 


ey AS) Company with twenty-five years 
<5! of successful old line experience; 
a Company with a large surplus; 
a Gan with an unusually aggressive 
agency policy; a Company with a line of 
policies second to none in the country, 












Is opening in Iowa, Illinois, Wisconsin 
and South Dakota four or five general 
agencies with top contracts direct with the 
home office and would be interested in men 
who can meet the following requirements: 


A whe have had experience in life 


insurace underwriting. 


B who have produced at least 
$200,000 of personal business 


in one year. 


C who are frugal financially and 
have a reputation for energy and 
honesty. 


D who have some knowledge of 
handling men. 








To an agent meeting these requirements 
an unusually attractive contract will be 


offered. 


Address “Iowa’’ Care of 
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HAS TRAINING SCHOOL 





Missouri State Life of St. Louis 
Shows Enterprise 





ELEVEN IN FIRST CLASS 





Company Also Giving Free Correspondence 
Course in Salesmanship 


The Missouri State Life has made formal 
announcement of a practical training school at 
the home office in St. Louis for the development 
of successful salesmen into high-grade leaders 
in organization work. The establishment of the 
school has been under way for some time, but 
official public announcement has been withheld 
until it was decided just what the policy and 
scope of the company’s new educational plan 
would be in connection with the company’s ex- 
pansion program. The plan adopted has proved, 
so far, to be most practical 

This training school is being developed into 
a permanent department. Graduates of the 
school will eventually themselves become in- 
structors and leaders in organization work, in 
the meantime serving as assistants to branch 
managers and in other capacities. The school 
is being conducted along most practical lines, 
one feature being constant application of prin- 
ciples. The success of the plan has already 
been demonstrated in that the first class of men 
to take the training are now in the field doing 
excellent work. The men have received special 
training in life, accident and health, and group 
insurance. For weeks they have been attending 
daily lectures by experts, and after receiving 
the basic principles of successful underwriting 
spend a part of each day in the field, each man’s 
weak points are detected and practice given him 
to overcome them, practically assuring his final 
success as an agent. 

The Missouri State Life was one of the first 
companies to offer a free correspondence course 
in life insurance salesmanship. This course, 
consisting of fourteen lessons, was prepared 
several years ago and is recognized as one of 
the most practical in use. Agents of many 
companies throughout the country have availed 
themselves of this course. The company has 
never made any charge for this’ correspondence 
course and has offered it to any agent without 
obligation. 

The officers state that the new residence 
school is really the result of an urgent company 
need in connection with its expansion program, 
and the residence school, unlike the correspon- 
dence school, is open only to representatives of 
the Missouri State Life. 

The company is taking this forward step in 
establishing a practical training school for men 
who are now successful salesmen in order to 
develop high-grade leaders in organization work 
to meet a definite problem with which the 
company is confronted in manning their branch 
offices. In selecting men for the important 
work of leadership the company is seeking only 
those who have proved their mettle. Although 
some of the men selected are college-trained, 
the big quality is demonstrated ability and a 
fighting spirit. 
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Austrian Business of American Companies 

(Continued from page 20) 
the other hand, when such a transaction has 
been admitted to be for the common weal, the 
objections of the individual policyholder should 
not be permitted to nullify it. The granting of 
a limited period during which objections may 
be raised merely tends to make the transaction 
more difficult and delay it; it facilitates com- 
petitive moves.” Furthermore, the Swiss law 
remains entirely silent as to the legal conse- 
quences of any “objections to the transfer.”’ 
Hence, the Government may entirely ignore 
such objection—and it certainly must have done 
so in the past. Thus it is merely a question of 
embellishing the law, devoid of any practical 
value. Nevertheless, when the draft of the law 
was being discussed in the Austrian Federal 
Council it was remarked that the Swiss law 
was “cleaner.” The writer of these lines, as 
representative of the Government, replied: 
“But the Austrian law is more candid.” For, 
is it reasonable to assume that an individual 
policyholder, or even a group of such, is in a 
better position to examine and judge aright the 
legal and economical aspect of the intended 
transfer than the Government with its experts? 
Therefore, it is only necessary to provide that 
“the rights and interests of the insured, col- 
lectively, be safeguarded to the fullest extent” 
(section 1), and the Government which renders 
the decision is constitutionally responsible for it. 
This certainly should be sufficient guarantee for 
the individual policyholder. Certain members 
of the Federal Council interposed by stating 
that it was a risky matter to compel the people 
insured in a large and wealthy American com- 
pany to have their contracts transferred to any 
Austrian company, affected, like all other busi- 
ness, by the general financial depression. The 
representatives of the Government replied that 
the guarantees for the policyholders did not 
consist of the total property of the respective 
American company, but only of such part as 
deposited in Austria by such company for the 
faithful performance of its obligations within 
that country, and that such part is transferred 
to the company assuming the risks at the time 
the transfer is made. 


New Law Goop For ALL 


And thus the law was finally adopted in spite 
of a few dissenting votes. The domestic com- 
panies, which, in view of the ever-increasing 
management expenses, are at times forced to 
transfer their business, acquire an additional 
benefit under this law. A supplementary pro- 
vision of the law (section 2) authorizes the 
Government, in special cases, when the transfer 
of the business is made for the purpose of 
relicf (the law states considerately: “If it is 
absolutely necessary for the safeguarding of the 
outstanding insurance claims’) to remit, in 
whole or in part, the government dues usually 
charged for similar transactions. 

The American insurance companies—especially 
the tireless manager of the Vienna branch of 
the New York Life Insurance Company, Mr. 
Lukacs—have, through their efforts in having 
this law, which we call the “Lex New York,” 
passed, rendered a signal service to the domes- 
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tic insurance business also. May this law assist 
the Austrian insurance companies to win their 
present struggle for existence! 


Hill’s Monthly 

Under the above title a twelve-page paper has 
been issued by L. E. Hill, editor and publisher, 
of Denver, Colo., who in his announcement 
states that he is now working on a Denver 
daily newspaper. The first issue of Hill's 
Monthly is described as “ ‘Madame X’ Edition,” 
and a copy of same was received in an envelope 
bearing the inscription of the Colorado Asso- 
ciation of Life Underwriters. It is devoted 
principally to criticisms of the Mountain States 
Life Insurance Company of Denver and people 
connected with that company, as well as others, 
including Governor Shoup. 





Commissioner of Insurance and Banking [<d. 
Hall has granted a permit to operate in Texas 
to the Order of Perfected Woodcraft, a fra- 
ternal beneficiary association of Sedalia, Mo. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Effielent service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incerperated 1851 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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INHERITANCE TAX LAW DATA 
New Rulings and Citations from Various 
States 
Below will be found late information concern- 

, inheritance tax law matters in different 


S:ates. 
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000; 2 per cent on the next $20,000; 3 per cent 
on the next $40,000; 4 per cent on the next 
$120,000; 5 per cent on the next $200,000; 6 
per cent on the balance. 

As to Class 2, on the excess above $500, ex- 
cept as to uncle, aunt or descendant thereof, 





When strangers are beneficiaries, there shall 
be collected the tax first specified with an in- 
crease of 300 per cent, strangers being deemed, 
for the purposes of the tax, those who are be- 
yond the sixth degree of relationship by con- 
sanguinity in the collateral line and the rela- 





ler, Missourt when it is on the excess above $250: 3 per tives by affinity, with the exception of the 
“a in Missouri, heirs are classified as follows: — on the first $20,c00; 6 per cent on the next —_ spouse. ; 
és ) Hesbaid, wile, lmeal desceadant,. linea! $20,000; 9 per com on the ment $40,000; 12 PROVINCE OF QUEBEC, CANADA 
ne cestor, legally adopted child, or lineal Per cent — the next $120,000; 15 per cent on Beneficiaries are classified under the law of 
n, descendant thereof, and illegitimate child; (2) the next $200,000; 18 per cent on the balance. the Province of Quebec as follows: (1) Lineal 
- \\ife or widow of son, husband of daughter, As to Class si the excess above $100: 4 ancestor or descendant, husband, wife, father- 
wait brother, sister or descendant thereof, uncle, Per cent on the first $20,000; 8 per cent on the —jn-Jaw, mother-in-law, son-in-law and daughter- 
sis aunt or descendant thereof; (3) Brother or "&Xt $20,000; 12 per cent on the next $40,000; in-law; (2) Brother, sister or descendant of 
‘ sister of grandparent or descendant thereof: 16 per cent on the next $120,000; 20 per cent either; (3) Uncle, aunt or child of either; (4) 
ple ic) Ale ade: on the next $200,000; 24 per cent on the balance. —_A J] other collateral relatives : (5) strangers. 
r eee a ee) As to Class 4, on the entire amount unless The succession duties are as follows: As 
on the excess above $15,000 as to husband less than $100: 5 per om 1 the first $20,000; to Class I, on the excess above $5000: 1/4 per 

and wife, and on the excess above $5000 as to 19 P& cent on the next $20,000; 15 per cent cent on the entire amount above exemption, 
d. others in the class: 1 per cent on the first $20, 0” the next $40,000; 20 per cent on the next where dutiable value of estate exceeds $15,000, 
ne $120,000; 25 per cent on the next $200,000; 30 
a- per cent on the balance. 

MoNnTANA 

- 





209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 














The exemption of $7500 is to be allowed on 
the entire estate, and not on each legacy or 
share. 

Moneys paid out for family allowance do not 
pass by inheritance, but are charged against 
the estate and are not subject to tax. 

In computing value of estate, deductions must 


s be made for all charges, and only residue, when valuable franchise, more 
sufficient in amount, is subject to tax. valuable now than ever 
PHILIPPINE ISLANDS before. 
OF NEBRASKA The inheritance tax rates in the Philippine 


Islands are as follows: 

When the surviving spouse, a legitimate, rec- 
ognized natural or adopted child, or legitimate 
descendant of any of them, is the beneficiary, 
I per cent on the inventoried property, if not 
exceeding 50,000 pesos; 1% per cent if in ex- 
cess of 50,000 pesos and not in excess of 250,000 
pesos; 2% per cent if in excess of 250,000 
pesos, and not in excess of 500,000 pesos, and 
4 per cent on an amount in excess of 500,000. 
pesos. 

When either of the legitimate parents of the 
deceased, or a legitimate brother or sister of 
the same, or the father or mother who had 
recognized him as a natural child, is the benefi- 
ciary, there shall be collected the same tax as 
fixed above, with an increase of 100 per cent. 

When other relatives not included in the 
foregoing classifications are beneficiaries, there 
shall be collected the tax first specified with 
an increase of 200 per cent. 


A GENERAL AGENCY 
contract with a good life 
insurance company is a 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, I1l. 




















Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 
For Natural Deaths. . ....< occ cceccccces $10,000.00 


A New “Ordinary Life Select” Policy 


For Accidental Death....... $20,000.00 
2 10 









For Total and Permanent Disability, a monthly income to the Insured of........... 00.0 
For Major Surgical Operations (Maximum)... ........ 0.0... cece ccc cc cc ccucuuccecee 200.00 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee............ 





For Loss of Right Arm below Elbow or Left Arm above Elbow...............cccceeee 
For Loss of Either Leg below the Knee.............. 0... ccc ccc cece cccces 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye 


N OTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 
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but does not exceed $50,000; 1% per cent if 
from $50,000 to $75,000; 2 per cent if from 
$75,000 to $100,000; 3 per cent if from $100,- 
000 to $150,000; 4 per cent if from $150,000 to 
$200,000; 5 per cent on entire amount above ex- 
emption, where dutiable value exceeds $200,000. 

The following additional duty is imposed 
upon the share of each member of Class 1, 
the $5000 exemption being apportioned: I per 
cent on the entire individual share where it 
exceeds $100,000 but does not exceed $200,000 ; 
14 per cent if from $200,000 to $400,000; 2 per 
cent if from $400,000 to $600,000; 2% per 
cent if from $600,000 to $800,000; 3 per cent 
if it exceeds $800,000. 

As to Class 2: 5% per cent on the entire 
amount where the estate does not exceed $50,- 
000; 9 per cent if from $50,000 to $100,000; 
II per cent if estate exceeds $100,000. 

The following additional duty is imposed upon 
the share of each member of Class 2: I per 
cent on the entire individual share where it ex- 
ceeds $50,000 but does not exceed $100,000; 
1% per cent if from $100,000 to $150,000; 2 


per cent if from $150,000 to $200,000; 2% per- 


cent if from $200,000 to $250,000; 3 per cent 
if from $250,000 to $300,000; 3% per cent if 
from $300,000 to $350,000; 4 per cent if from 
$350,000 to $400,000; 4% per cent if from 
$400,000 to $450,000; 5 per cent on entire in- 
dividual share where it exceeds $450,000. 

As to Class 3: 6% per cent on the entire 
amount where estate does not exceed $50,000; 
10 per cent if from $50,000 to $100,000; 12% 
per cent on entire amount where estate exceeds 
$100,000. 


THE SPECTATOR 


LIFE INSURANCE SECTION 


The additional duty imposed upon the. share 
of each member of Class 2 is imposed upon 
the share of each member of Class 3. 

As to Class 4: 9 per cent on the entire amount 
where estate does not exceed $50,000; 12 per 
cent if from $50,000 to $100,000; 15 per cent 
on entire amount if estate exceeds $100,000. 

The additional duty imposed upon the share 
of each member of Class 2 is also imposed 
upon the share of each member of Class 4. 

As to Class 5: Io per cent on the entire 
amount where the estate does not exceed $50,- 
000; I5 per cent if from $50,000 to $1,000,000 ; 
20 per cent on entire amount if estate exceeds 
$1,000,000. 

The additional duty imposed upon the share 
of each member of Class 2 is also imposed 
upon the share of each® member of Class 5. 

The foregoing information is extracted from 
Prentice-Hall Bulletins. 





Carnegie School Has Record Enrollment 

The autumn term of the Carnegie School of 
Life Insurance Salesmanship opened with a 
larger enrollment than any other fall class. 
The total enrollment of the school up to date 
has been 509 students. Including the 114 stu- 
dents in the California Life Underwriters’ 
summer school who took the Carnegie Tech 
course, a total of 623 students have thus far 
been enrolled. 

Twenty-nine companies are represented in 
the fall class, the students coming from twenty- 
nine states and two from Canada. The winter 
term will open Wednesday, January 4. 





Thursday 


Basic Principles in Selling 

“Basic principles of selling life insurance” 
was the subject of an address given by Ira L. 
Gregory, general agent of the Mutual Benelit 
Life Insurance company, at a meeting of the 
R. I. Life Underwriters in Providence, last 
week. 

In part Mr. Gregory said: “I wonder if you 
have ever made any figures on a conservative 
basis in regard to the possibility of your income 
from writing insurance. Agents who produce 
$150,000 of paid-for business per year will have 
approximately $2250 in first year’s commissions, 
and with a persistency of 65 per cent and re- 
newals of 4 per cent, an income of approx- 
imately $120 a year from this course. This 
renewal income is the value of $1000 of paid 
up life insurance to yourself and family. 

“In order to write $150,000 of paid for in- 
surance in a year what have we to do? In 
the main there are three things: See people— 
see people—and then see people. We must real 
ize this: that every day a certain number of 
people are thinking of insurance. There are 
things in one’s life which make one do this. 
Now the thought of insurance may be lasting 
and again it may be temporary, but if we sce 
enough people we will find many in a receptive 
mood, and we will put many others in that 
frame of mind. 

“If we should chart the average agent’s pro- 
duction we would find a very hilly looking con- 
tour, for the. reason that we work up a lot of 
prospects which we then begin to close—and 
while closing we forget to look up new pros- 
pects. 
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LIFE 








Establi sh e d 1899 





PRESIDENT 








AMERICAN | 
CENTRAL 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 


dress: 


Home Office 




















Backing Up the Agent 


During the first six months of 
this year, 5,211 Letters of Wel- 
come were sent to new Guardian 
policyholders. 


Backing up the Agents’ efforts with a 
courteous personal touch that strengthens 
the bonds of friendship between the policy- 
holder, the Agent and his Company is just 
another example of Agency Co-operation 
as practiced by The Guardian. 


If you want to know the whole story of what 
this Company is doing for its field men, ad- 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


GEORGE L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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HAS NEW POLICIES 


Mutual Benefit New Forms Ready 
January 1 


ACCUMULATIVE PLAN TO BE OFFERED 


Newark Company Contract Has Numerous 
Added Features 


The Mutual Benefit Life Insurance Company 
of Newark has announced that new policy 
forms have been adopted, which will be ready 
for use in January of next year. Among the 
new features may be noted the following: 

The cash surrender value will be equal to the 
American Experience three per cent reserve less 
any indebtedness at the end of the third policy 
year. The surrender charge for $1000 of insur- 
ance for the first policy year will be $10; at 
the end of the second year this surrender charge 
will be $5. No surrender charge will be made 
for dividend additions. Paid-up policies and 
extended insurance will participate in surplus. 
The table of non-forefeiture values in the policy 
will be on the basis of $1000 of insurance. 

As an option the Accumulative plan will be 
added to the Addition and Accelerative Endow- 
ment plans. Under this Accumulation plan, 
dividends are retained by the company and ac- 
cumulated at not less than three per cent com- 
pound interest. Dividends so accumulated will 
be applied-at the expiry of the grace period to 
the settlement of the amount then due for pre- 
mium and interest. Dividend accumulations 
not so applied may be withdrawn in cash and 
included in any cash settlement made on the 
maturity or surrender of the policy or will be 
transferred to the credit of any paid-up policy. 

Under the Additional plan any existing div- 
idend additions may be cancelled if the insur- 
ance has not been extended, and the reserve 
released withdrawn in cash. Under the Accelera- 
tive Endowment plan the policy may be re- 
stored to the original plan upon evidence of in- 
surability satisfactory to the company, and the 
reserve thus released withdrawn in cash. Set- 
tlements may be made under three options. 

While heretofore monthly instalments have 
been slightly larger than annual instalments, 
under the new policy the adjustment to allow 
for this increase will be included in the div- 
idends. Annual dividends payable in connection 
with the settlement option will begin one year 
after the maturity of the policy. The insured 
may avail himself of the right to change the 
beneficiary at any time, and from time to ‘time, 
while the policy or any extended insurance is 
in force and not assigned. The policy will be 
incontestable on or after its date of issue if 
the insured be then living; otherwise, two years 
after its date of issue. The policy will state 
that without the consent of any beneficiary the 
insured may exercise any option or right re- 
tained in the application. 

A new form of application has been pre- 
Pared to be used in connection with this policy. 
The principal change therein is a definite state- 
ment by the applicant concerning his desire to 
exercise certain rights and options without the 
consent of the beneficiary. The new non-for- 


feiture values will be applicable to all policies 
issued since December 31, 1907, which lapse or 
are surrendered after the new policy has been 
put in use. The new cash surrender value sys- 
tem will apply to all outstanding three per cent 
reserve policies. The Accumulation plan will 
be applicable to any outstanding policy not 
upon either the Addition or Accelerative En- 
dowment plan. 

Beginning with January 1, 1923, dividends 
will be paid in 1923 upon all outstanding paid- 
up policies issued in exchange for surrendered 
policies and upon all outstanding extended in- 
surances in force on the anniversary in 1923. 
No change in the outstanding policies will be 
necessary to secure the advantages herein set 
forth. — 
Roland 0. Lamb Dead 

Roland O. Lamb, president of the John Han- 
cock Mutual Life Insurance Company, of Bos- 
ton, died early Monday morning at the Hotel 
Somerset, Boston. Mr. Lamb had been ill for 
over a year. He was appointed to the presi- 
dency in June 21, 1909, after passing through 
the successive steps to bookkeeper, chief clerk, 
secretary, director and second and first vice- 
presidents. He was seventy-one years of age. 

Crowley’s Magazine Directory 

Crowley, the magazine man, will send a free 

copy of his magazine directory to readers of 


THE SPECTATOR requesting it. His address is 
511 East 164th street, New York. This di- 
rectory embraces 146 pages and embraces de- 
scriptions of hundreds of business, class, pro- 
fessional and technical magazines, which are 
arranged according to the general classifications 
into which they fall. There is also a copious 
index. 


Boston Life Underwriters Dine 

The first luncheon of the Boston Life Un- 
derwriters Association given under the new ad- 
ministration, headed by Franklin W. Ganse, will 
be given in the Boston City Club next Friday, 
the speakers being B. Loring Young, speaker 
in the Massachusetts House, and Earle G. Man- 
ning. The former will speak on the State 
Budget and the latter on the Family Budget. 


The John Hancock Mutual Life announces 
that the company’s insurance department and 
the ordinary application division have been 
merged in one department. 

James Clunes, manager of the fire and life 
departments of the London Assurance, recently 
spent ten days in San Francisco as the guest of 
Pacific Coast Manager A. W. Thornton. 

Des Moines insurance men are considering 
the establishment of the school of life insur- 
ance salesmanship in Des Moines similar to the 
school at Carnegie Institute of Technology, to 
be operated in connection with either Drake 
University or Des Moines University. 
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You Believe In Insurance— 


Do You Use It? 


The re-examination of abstracts on farm mortgage loans is a 
heavy burden and expense on your Legal Department. 


Save this constant drain—and possible loss—by our title in- 


FARM MORTGAGE LOANS 


“Your service is really the first constructive step toward 
standardization of procedure in making and marketing farm 


This enthusiastic comment by an official of a leading insurance company is 
typical of the satisfaction expressed by our many clients among the large 
Eastern and Middle Western life insurance companies. 


WE INSURE TITLES ANYWHERE IN 
THE UNITED STATES 


May we send you full particulars of this time and money-saving service? 


NEW YORK TITLE AND MORTGAGE Co. 
135 BROADWAY, NEW YORK 


Capital, Surplus and 
Undivided Profits over 


SEND FOR OUR SPECIAL BOOKLET T.S. 





$5,000,000.00 
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ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, - 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 


seam Seis abu Owe eh eee $24, 143,510.56 
aah. Latest dian wlacs Sig abacors 21,803,452.41 
I III. 5 5 scenes rsecscees 2,340,058 .15 
Depemnmes ies Force... 2. 5c c cece ceeess 207,301,719. 00 
Payments to Policyholders............... 1,983,096. 17 
Total Payments to Policyholders since 

NG cn cevere in eawer en ewks $25,823,269.97 


JOHN G. WALKER, President 








THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 
as follows: 


PRICES: 
100 copies..........$4.50 1000 copies. ......$30.00 
500. copies.......... 18.00 5000 copies. ......120.00 
10,000 copies.... ..$225.00 


gap The Spectator Company will send during the year 1921 every 
Life Insurance Agent in the United States a free copy of the 
President and his Cabinet on Life Insurance, who has not received a 
copy of the President’s letter. This will be mailed in a sealed en- 
velope on receipt of 2c stamp, the applicant also to state the name 
of the company he represents. Send in your application at once. 





The New Fourteenth Edition of 


PROMINENT PATRONS 
OF LIFE INSURANCE 


is widely recognized as one of the 


BEST CANVASSING DOCUMENTS 


ever issued. Its contents have been carefully revised 
for the new edition, and many new names have been 
added, so that the work now contains names of some 


6000 PERSONS 
carrying from 
$50,000 to $4,500,000 
of Life Insurance. Also 


400 LETTERS 


commending life insurance for protection and in- 
vestment. 





PRICES: 
Limp Cloth Binding Flexible Textile Binding 
$1.50 Single copy $2.00 
120.00 100 copies 160.00 
450.00 500 copies 600.00 
600.00 1000 copies 900.00 
THE SPECTATOR COMPANY 
CHICAGO OFFICE Publishers 135 WILLIAM STREET 


NEW YORK 


INSURANCE EXCHANGE 




















ADVICE OF GREAT VALUE TO 
THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 


Single copy 15 cents 1000 copies....... $25.00 
100 copies..........$4.00 5000 copies....... 100.00 
500 copies.......... 15.00 10,000 copies. ......180.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
Chicago Office 135 William Street 


Insurance Exchange New York 
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LOTT TESTIMONIAL GREAT 
SUCCESS 


Great Mass of Applications Received 
and Some Still Coming 





TELEGRAMS AND LETTERS BY 
HUNDREDS 





Estimated That Risks Will Total More 
Than $200,000 in Premiums—Data 
Being Tabulated 
The testimonial to Edson S. Lott, president 
of the United States Casualty Company, on the 
occasion of his birthday, November 10, was a 
huge success in every way. The offices of the 
company were swamped for several days with 
applications, while hundreds of letters and tele- 
grams were received from his many friends 

throughout the country. 

While no accurate data have yet been com- 
piled, it is roughly estimated that the business 
received by the company in connection with the 
testimonial will amount to more than two hun- 
dred thousand dollars in premiums. Mr. Lott is 
not so concerned, however, in the amount of the 
premiums as in the number of risks, which will 
indicate to him the extent to which the agents 
of the country have participated in the testi- 
monial and gives the personal touch which is 
the essence of the whole thing. The entire 
business is now in the hands of statisticians of 
the company, who are busy making the various 
tabulations necessary to a complete analysis of 
the results of the testimonial. Meantime Mr. 
Lott is busy answering letters and telegrams, 
and his time will be occupied on that job alone 
for some time to come. 

The testimonial is the more pleasing to Mr. 
Lott because of its spontaneous nature. AI- 
though committees were formed to handle the 
business, and plenty of publicity was given the 
matter, no one was urged to contribute. Every- 
one knew that he had the opportunity but fur- 
ther than that there was nothing except his 
own wishes, to bring out any particular agent’s 
participation in the testimonial. 

A partial analysis of the business shows that 
in a great measure it is the personal business 
of the agents which they have sent in. 
A great many of the policies are for the agent’s 
own car or his own accident and health policy. 
This was the mare agreeable to the United 
States Casualty, as there was no desire on the 
part of the company to seriously break into the 
business of other companies by means of the 
testimonial. 


Cannot Write Confiscation Risk in Arizona 

The Arizona Corporation Commission has 
issued a ruling whereby insurance companies in 
Arizona are forbidden to write insurance on 
automobiles against confiscation when unlaw- 
fully carrying intoxicating liquors. Under the 
ruling, companies will not be allowed to write 
new business of this kind, but may keep such 
risks as they already have on their books until 
the policy normally expires. 


; The Workmen’s Compensation Publicity 
Bureau will probably hold its annual meeting in 
New York December 8. 











DIGEST OF CASUALTY NEWS 
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BREWER’S BOND REQUIRED 
Ruling by Treasury Department on 
Medical Beer Manufacturers 

The Treasury Department of the 
United States under a recent ruling 
makes it necessary for brewers selling 
medical beer to give two surety bonds, 
guaranteeing the payment of taxes upon 
their sales. The bond to the internal 
revenue department, pledging the pay- 
ment of $6 per barrel, upon an assumed 
sale charge of $18 per barrel, will be 
written under Form 20, while the guar- 
antee to the prohibition enforcement 
office, to be written under Form 1404 
promises $50 for each 200 gallons of 
beer. The premium rate under each 
form of bond is I per cent. 











Cleveland Automobile Underwriters Meet 


At a meeting of the Automobile Underwriters 
Association of Cleveland recently a resolution 
was adopted asking the companies to delay any 
proposed changes in the forms to be used in 
this city until jurisdiction is turned over from 
the Western Conference to the Western Ac- 
tuarial Bureau. Frequent changes in rates and 
forms here are becoming obnoxious to custom- 
ers, and much of the best business is slipping 
off the books as a result. Owners do not un- 
derstand the situation and apparently are grow- 
ing suspicious. 

Local agents are advocating a plan of inspec- 
tion that will include the moral as well as the 
physical hazard, as they feel that this is the 
only correct mode of underwriting and the only 
plan under which a profit can be made on the 
business. It will be noted that this idea is 
brought out in the resolution. For some time 
they have been urging the Western Conference 
to take into consideration some plan that will 
result in an improvement in the moral hazard 
of the business, but at every conference their 
ideas have been turned down. This resolution 
goes to the companies. 

Casualty Actuarial Society Annual Meeting 

The seventeenth regular annual meeting of 
the Casualty Actuarial Society will be held on 
Friday, November 18, at the Hotel Pennsyl- 
vania, Thirty-third street and Seventh avenue, 
New York. The meeting of the society will be 
called to order at 10 A. M. 

The election of officers and two members of 
the council will constitute the business session. 
The program will consist of the reading of the 
president’s address, the presentation of new 
papers and the discussion of papers presented 
at the last meeting of the society. 

It is expected to have one or two brief ad- 
dresses from well informed invited guests on 
topics of timely interest. 
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“Insurance Principles and Practices” 

“Insurance Principles and Practices” is the 
title of a new comprehensive book on insurance 
prepared by Robert Riegel, Ph.D., professor of 
Insurance, Wharton School, University of 
Pennsylvania, and H. J. Loman, M.A., instruc- 
tor in insurance, University of Pennsylvania. 

This new book covers practically all lines of 
insurance, and therefore does not go as deeply 
into each as some of the other works published 
on specific branches. Messrs. Riegel and Lo- 
man have succeeded, however, in writing a book 
that is brimful of information and should be 
in the library of every well-informed under- 
writer. 

In the choice of a name the authors have 
overlooked the fact that there are already sev- 
eral books on the market with nearly the same 
title. One of them, “Principles and Practices of 
Life Insurance,’ by Nathan Willey and Henry 
Moir, published by The Spectator Company, 
has been on the market and considered au- 
thoritative for about half a century. Another 
is “Principles of Insurance,” by W. F. Gep- 
hart, Ph.D. 

“Insurance Principles and Practices” contains 
514 pages, with a well-arranged index. Some 
of the special features include an analysis of the 
accident and health policy; a chapter on credit 
insurance; the new basis for automobile rates; 
a discussion of the new standard fire policy, and 
an extensive description of corporate bonding. 
The book is published by Prentice-Hall, Inc. 

In the preface the authors point out that: 

The significance of insurance as a factor in 
private and business life has increased tre- 
mendously in the past ten years. During that 
time new forms of protection have been de- 
vised, the scope of coverage of policies has been 
extensively broadened, mathematical problems 
have received more scientific treatment, meth- 
ods have been modified by legal requirements, 
and the treatment of policyholders has immeas- 
urably improved—all of which have popularized 
insurance and extended its usefulness. This 
progress has entailed increased specialization 
and complexity, which require more intelligent 
buying of insurance, a broader knowledge of the 
business and a wider recognition of the neces- 
sity of insurance education in the training of 
prospective business men. 


The price of this book is $6.00 per copy, and 
orders can be filled through The Spectator 
Company. 


Eastern Automobile Conference Meeting 

The Eastern Automobile Underwriters Con- 
ference will hold a meeting on Friday after- 
noon at 2 o’clock at the New York board rooms 
to hear the report of the committee appointed 
recently to consider the use of the three-quar- 
ters value clause. 

At the annual meeting the association took up 
recommendations of the executive committee 
that it adopt for use a percentage loss clause or, 
as it is called, the “reduced rate deductible 
clause.” 
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The A B C of Life Insurance 


A new edition of this standard work, originally compiled and 
written by the late Charles FE. Willard, has just been published, 
being entirely rewritten, enlarged and improved by 


MILLARD KEYS, A. M., 
Associate of the Actuarial Society of America. 


There are no technicalities nor abstruse mathematical prob- 
lems in this work, but it tells what life insurance is in a plain, 
straightforward manner. The elementary principles that gov- 
ern Life Insurance are treated in a simple, readable form that 
can readily be understood. 


It was felt that the book as it stood did not fully meet the 
conditions found to-day, and because of that the book has been 
entirely rewritten. The aim of the reviser has been to make 
the original work fit modern conditions, while at the same time 
preserving the simplicity of the original text. 


Important New Features in This Edition 


Write for circular, which explains in detail the many im- 
portant new features added to this book. 

The author of The A B C of Life Insurance planned to keep 
his text matter and tables down to 100 pages, so as to enable 
any intelligent man entering the business of life insurance, and 
desiring to obtain an easy lesson in the foundation principles 
of life insurance, to thus be able to peruse and absorb the con- 
tents of the book by a few hours’ study. 


PRICE PER COPY $2.00 


Liberal discounts when ordered in quantities 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Official Life Insurance Reports : 
AN ANALYSIS OF ANNUAL STATEMENTS 


FOR THE INFORMATION OF 


POLICYHOLDERS IN LIFE INSURANCE COMPANIES 
THE ONLY PUBLICATION GIVING COMPLETE STATISTICS “1 








OF EVERY AMERICAN LIFE COMPANY ( 

to 
This extended series of tables shows the business and financial cot 
standing of the companies in the United States, and is made up from anc 
the official reports as of January I, 1921. hot 
THIS WORK IS A COMPLETE POCKET COMPENDIUM his 
OF THE VARIOUS STATE DEPARTMENT REPORTS. es 
The purpose of these exhibits is to place in the hands of policy- doi 
holders a mass of desirable information compiled from the reports of & 
the Insurance Departments. Departmental reports are not accessible We 
to the average policyholder, and competing agents not infrequently so tha 
distort official figures as to deceive or mislead insurers. The demand con 
for statistics of ‘this kind emanating from a totally impartial source is sa 
satisfied by this publication. The exhibits present simply the official ve 
figures as contained in the New York and other Department reports 
with appropriate deductions. — 
Single Copies, bound in flexible leather, $5.00 in 


SE TLE 400.00 \ 
Orders for Single Copies must be Prepaid busi 


THE SPECTATOR COMPANY ref 


CHICAGO OFFICE: 135 WILLIAM STREET 
NEW YORK 








INSURANCE EXCHANGE : 
Is g 





28 








November 17, 1921 


THE SPECTATOR 





Casualty, Surety, Etc. 








HUGH LEWIS’ SPEECH 


Incidents in Past History of 
ue & & & eG 


CONGRATULATES A. DUNCAN REID 


Calls Insurance a Proud Calling and a 
Clean, Straight Business 

Hugh Lewis, general manager of the London 
and Liverpool and Globe Insurance Company, 
speaking at the banquet given at Newark last 
week by the Globe Indemnity Company in cele- 
bration of its tenth anniversary, said: 

My first word must be to say to you, Mr. 
Reid, that I am well aware it is my official 
position as chief officer of the parent company, 
the Liverpool and London and Globe, which is 
the only claim I can hold for standing at this 
moment in so prominent a place. In this con- 
nection, may I say that it would be more ap- 
propriate if my predecessor, Mr. Dent, stood 
here, for it was during his term of office that 
your company was founded and grew to its 
present stature? I pay him and his predeces- 
sors homage for their great work. It is for 
those of us who follow to see that the great 
traditions of the service are maintained. May 
| add this further personal reference just to 
say it is a great pride to me now to be general 
manager of the great company whose service I 
entered at'17 years of age, at the remuneration 
of a dollar and a half per week, which quite 
likely was a dollar more than I deserved? 

Here I would like to read to you a cable mes- 
sage I have just received from Mr. A. Kentish 
Barnes, the chairman of the Liverpool and 
London and Globe, as follows: 

The chairman and directors of the Liverpool 
and London and Globe send greeting and hearty 
congratulations to Mr. A. Duncan Reid and the 
staff on the tenth anniversary of the Globe In- 
demnity Company, and confidently hope this will 
prove but one of many more milestones on the 
road to success and prosperity for all. With 
best wishes for a happy evening. 

Whilst, sir, you have been kind enough to 
designate me as your guest, I feel as a director 
of the Globe Indemnity Company and general 
manager of the Liverpool and London and 
Globe, that it may not be out of place for me 
to say at the outset, on behalf of the Liverpool 
company, its board of directors in Liverpool, 
and its executive, how much we appreciate the 
honor paid us by the presence here tonight of 
his worship the Mayor of Newark. Like the 
bishops, we acknowledge him as incapable of 
doing wrong and as being beyond all criticism. 
We are glad to feel that his presence shows 
that, in his judgment, well-managed insurance 
companies, like a well-managed corporation, 
stand for something in public life. 


We are indebted to the distinguished State 
city functionaries for the compliment they 
similarly paid us by gracing this festive board by their 


and 
have 


presence. 

\We have amongst us other men of eminence in the 
business life of New York and Newark, representing 
banking, insurance* and other interests. I wish to 
tefer particularly to the presence here of the presi- 
dents and managers of friendly -competitive com- 
panies, who always show their sportsmanship, which 
is such a characteristic of American life. These 


gentlemen we recognize as amongst the pillars of our 





world of insurance. It is also very encouraging to 
us officials to see so many of our valued agents in 
this gathering. 

Prominent among my fellow guests must be placed 
the eminent architect who has been responsible for 
the design and the erection of the noble building 
which is now the home of the Globe Indemnity. Mr. 
Goodwillie has shown how it is possible to combine 
the claims of art and the beauty of line and curve 
with the business ability for which the building is 
primarily purposed. 

And last, but by no means least, may I refer to 
our able and much esteemed and appreciated New 
York chairman, Mr. Hubbard, and his distinguished 
colleagues on the board, to whom our companies are 
so much indebted? 

May I at this point take the opportunity of re- 
ferring with gratitude to the long and notable services 
rendered the company by one of the outstanding per- 
sonalities of the business life of New York who is 
just retiring from his position as one of our trustees? 
I refer to our G. O. M., Mr. John A. Stewart, lately 
president of the United States Trust, and who 
reached the great age of 99 years in August last, 
is still in possession of his magnificent intellect and 
to whom, I am sure, we wish every good thing. Mr. 
connected with the company as 
1881, a period of forty 


been 
trustee 


Stewart has 
director and since 
years, 

Now, in regard to your good self, Mr. Reid, and 
your able colleagues, your staff and agents everywhere, 
may I congratulate you in the name of the parent 
company on the magnificent property you have 
built up in the space of ten years? 
sir, if I may say so, as a man of vision and discern- 
ment and with big ideas. You put us in England 
to shame by the rapidity with which you have reared 
this edifice, the Globe Indemnity. In this sense we 
bow to you and are indebted to you and your devoted 
colleagues. Nothing in the matter of magnitude we 
have been able to do at home in the casualty business, 


or elsewhere in our foreign centers approaches your 


You impress me 


achievement. 

You, I know, are first to admit that your work 
of development has been facilitated by the respect— 
by even the affection—held for the parent company, 
the Liverpool and London and Globe, and for that 
esteem we are grateful to our supporters in this land 
of liberty and emulation. 

It is a pleasure to say Mr. Reid has implanted his 
personality on the Globe Indemnity in a remarkable 
way. He created it, he is it and it is he. He works 
with it, I believe he must sleep with it—I certainly 
know he plays golf with it. 

It comes to my mind, sir, that amongst a chairman’s 
duties is the protection of the speaker from the just 
vengeance of his audience. If I should become too 
prolix, I trust I can count upon a reminder, con- 
fidential even if emphatic, of the fact so that I may 
not involve myself in conditions which would call for 


the exercise of your authority in the manner indi- 
cated. 

Now, sir, we insurance men are proud of our call- 
ing. It is a clean, straight business, in the conduct 
of which it is not necessary to do any mean or 


unworthy thing. There is nothing about it which 
can degrade or humiliate its servants. It is a business 
of co-operation. I sometimes think there is no calling 
which, more than ours, if as much, dutifully carries 
out the injunction that we are to bear one another’s 
burdens. 

We insurance officials have 
mon with those public servants 
us tonight: that we serve others; we are by our own 
volition not in business for ourselves alone; our abili- 
ties, our industry are in trust for others; it is for us 
to see that our faithfulness is a thing dependable. 

Then, it is a business with no ‘“‘caste distinction” 
about its personnel; everyone starts equal. Money, 
influence, hardly count as against the merit 


at least this in com- 


who have honored 


power, 
of the individual. 

T used to think of an insurance career as a ladder, 
some at the bottom of the first rungs, some higher up, 
some near the top, but all climbing the same ladder. 
Now I think I prefer another simile. In August 
last, I had my first real experience of rock climbing 
in the mountains of North Wales. I went out to 
photograph a party of rock climbers, intending myself 
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to secure positions of advantage free from danger. 
I soon found, however, the thing was infectious and 
was roped to the climbers. Finding myself in posi- 
tions from which I had no escape except to go for- 
ward, I learned something once again of what could 
be done by determination. One lesson of that ex- 
pedition was how much could be accomplished by 
co-operation and trusting one another. The leader 
had to go first—there was no rope to support him, 
the others following. Later in the day this leader 
made the remark that he had never attempted a 
mountain that he had beén unable finally to climb. 
He added that he had learned that at the moment of 
apparent greatest difficulty, even though he had to 
retrace a few steps or grope for foot-holes and finger- 
holes, he was often at the point of a great discovery. 
It seems to me that our business is like that, with 
no ropes for faint hearts—full of opportunities for 
pluck, mutual help and mutual confidence; full of 
obstacles; but it is just at the moment of our great 
difficulties that we are on the eve, if we will but 
persist, of great discoveries, perhaps great victories. 

We are justly proud, then, of our calling. What 
of our own particular companies? May I be pardoned 
for a minute or two if I refer to them? If I have 
more in mind the great parent company, The Liverpool 
and London and Globe, I may perhaps ask Mr. Reid’s 
indulgence. It is is the older service 
and it is the parent, and because I know its spirit 
breathes through its child—the Globe Indemnity. 

The history of the Liverpool and London and 
Globe in the U. S. A. is so well known that I need 
carry it no bouquets tonight. We are told that a 
company has neither soul to be saved nor body to be 
kicked, it is an intangible thing. But somehow we 
feel quite like that when we think of the 
great and glorious history of our company which has 
been established over a century and which has pene- 
trated in its operations to all parts of the earth and 
maintained a name not only unsullied but which 
stands as a beacon-light in its example to all new- 
What is our company and’ what are many 
others represented here tonight but the life story of 
effort, of loyalty, and of self-sacrifice of their great 
I cannot possibly dwell on this subject 
without thinking of such men who have served our 
company in this continent. I refer to Mr. Eaton, 
Mr. Warren, and I think of many others. I also 
wish to refer to Mr. Low of New Orleans, another 
of the veterans who still continues in the active 
ranks, 

Within the last few days I received from England 
an extract from a speech delivered by an American 
to a body of business men there. I know all the 
companies have many such compli- 
ments, and our friends here tonight will forgive me, 
I am sure, if I read this humorous testimony from 
to our own great company. This is 


because it 


cannot 


comers. 


servants. 


great received 


an American 
what he said: 


Here is that grand old firm, the Liverpool and Lon- 
don and Globe. You see it all over the world—thou- 
sands in it. You see it all over the States. When 
San Francisco was burned the Liverpool and London 
and Globe put up a sign: “Claims paid at once— 
Liverpool and London and Globe.”? Well, you go all 
over the States now, and if you talk fire insurance, 
never mind where you are, some man will say: 
“There is that old English firm, Liverpool and London 
and Globe,” and every American believes that when 
this old world comes to an end at last there will be a 
sign: ‘All claims paid at once—Liverpool and London 
and Globe,” and there is many a bad man who is not 
sure where he is going to—Heaven or Hell—and this 
man is insuring with the Liverpool and London and 
Globe because he knows that all claims will be paid 
at once. 


A few years ago T had handed to me what must 
surely be a unique illustration of a company’s repu- 
tation. I had given to me the original letter in his 
own handwriting and signed by one of the greatest 
prime ministers in our island history. The letter is 
as follows: 

Hawarden Castle, 

: 13th October, 1855. 
Sir: 

In reply to your letter of the 25th, I have to say 
I have always understood that the Liverpool Fire and 
Life Insurance Office might be safely relied on. 

Your obedient servant, 
W. E. Grapstone. 

We are just as proud of that letter as you would be 
if one of your historical presidents had taken the 

(Continued on page 35) 
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A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 











WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, Ill., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 

ORDINARY POLICIES contaia a valuable TOTAL AND PERMA- 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 


Independence Square, Philadelphia, Pa. 

















WE WANT AGENTS 
to push our five-point-nine policies. 

Excellent Iowa territory and liberal 

& contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO.. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 





INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Tu1rD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.25 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A,, F.R.A.S., and RicHarD Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YounG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth. 











Price, post paid, $2.00 





The Elements of Insurance, By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practice of 
accident, fire, marine and life insurance. 


Price, post paid, 70 cents 





Accountancy. By Francis W. Pixtey. An entirely new work 
dealing with Aceountancy from a theoretical and practical point of 
view. The latest exposition of the science. 318 pages, cloth. 


Price, post paid, $2.40 





Pitmans Secretary’s Handbook. A complete secretary’s man- 
ual prepared by HERBERT E. BLAIN. It covers secretarial work 
thoroughly for public and private institutions and for individuals. 
(Second Edition, revised, omitting joint stock secretaryships.) 


Price, post paid, $2.00 





Principles of Marine Law. By LAwREeNcE DucKwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicKsEE, M.Com., F.C.A., and H. E. Buatn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 
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BEFORE THE COURTS 











The Utah State Industrial Commission has 
been called upon to decide whether or not the 
widow of a workman killed on his way to work, 
but on his employer’s property at the time, is 
entitled to benefit under the workmen’s com- 
pensation act. The question to be decided is 
whether his being on the company’s property 
at the time of the accident constituted employ- 
ment within the meaning of the law. 

A writ of certiorari obtained by the Union 
Iron Works, which brought under review in 
the Supreme Court action of the Hudson Com- 
mon Pleas Court in sustaining compensation to 
John Johannsen, a machinist, of $400 for in- 
jury to one of his eyes by a piece of iron cast- 
ing, was dismissed and the judgment below 
afirmed with costs in a per curiam opinion of 
the New Jersey Supreme Court at Trenton. 

Confusion prevails in compensation circles in 
Texas over a conflict in opinions by the attor- 
ney general and the Court of Civil Appeals at 
San Antonio. The attorney general held that 
officers and directors of a corporation when 
performing the duties of superintendent, fore- 
men or workmen, come within the provisions 
of the Texas workmen’s compensation act. The 
Appellate Court at San Antonio held that they 
are not subject to the compensation statute on 
the grounds that the wording of the law specifi- 
cally states they shall not be amenable thereto. 

According to a recent decision of the United 
States Court of Appeals, a widow’s one-half 
interest in commufity property is exempt from 
Federal and State inheritance taxation in Cali- 
fornia. 

A test case was brought by the executors of 
the Rosa Blum estate to recover on inheritance 
taxes paid under protest on the widow’s half 
interest in community property. The suit was 
begun in I9gI9, since which time Mrs. Blum 
had died. 

A decision was rendered in favor of the 
plaintiff by the United States District Court 
which was affirmed by the recent ruling of the 
United States Circuit Court of Appeals. 

Appeal to the United States Supreme Court 
will probably be made by the Government, it 
has been announced. 

The Utah State Supreme Court has decided 
that L. B. Pickering, of Salt Lake City, who 
was injured while working for a Utah firm of 
contractors in Colorado, is entitled to benefit 
under the Utah workmen’s compensation act. 
The case came before the State industrial com- 
mission when compensation was denied on the 
ground that the man was protected by the Colo- 
rado law, inasmuch as his work in Colorado was 
not of such a passing nature as to entitle him 
to protection under the Utah law. The com- 
mission declared that if a traveling representa- 
tive of a Utah firm were injured in another 
State he would come under the Utah law, but 
the law would not apply to a contractor’s super- 
intendent or foreman who was on a job that 
might extend over several months. In revers- 
ing this decision the Supreme Court Said: 
Under the admitted facts in this case it would 
seem that the plaintiff here has met all the re- 
quirements of the foregoing provision of the 
statute. Although he received an injury out- 
side of this State he was hired in this State. 
Not only was he hired in this State, but he 
was a resident of Utah, employed in a business 
or enterprise conducted in Utah and by Utah 
residents. 


—An interesting article in the Scientific American 


for November is entitled ‘Can the Airplane Be Made 
Safe?” It refers to investigations being made along 


this line by the Underwriters Laboratories of Chicago. 





GLOBE INDEMNITY CELE- 
BRATES 





Big Dinner Held in Newark Climax 
of Ten-Year Anniversary 





GOVERNOR EDWARDS AND HUGH 
LEWIS PRESENT 





Large Number of General, Special and 
Local Agents Present as Well as Guests 
From Fire and Casualty Companies 

One of the big events in casualty circles last 
week was the celebration by the Globe Indem- 
nity Company of its tenth anniversary. The 
company brought in some one hundred and 
fifty field men and local agents and introduced 
them to the beautiful new home office building 
in Park Place, Newark, N. J., as well as pro- 
viding royally for their entertainment. 

The big feature of the event was a banquet 
held on Wednesday evening at the Robert Treat 
hotel in Newark at which about 350 guests of 
the company partook of its generous hospitality. 
Prominent insurance men from both casualty 
and fire companies were among those present. 
Just previous to the banquet there was consid- 
erable hilarity manifest, which kept up to a 
great extent throughout the meal. 

Governor Edward I. Edwards, of New Jer- 
sey, and Hugh Lewis, general manager of the 
Liverpool and London and Globe Insurance 
Company, were the guests of honor. The 
speakers’ table included many other notable in- 
surance men, including: 

Honorable Alexander Archibald, mayor of 
the City of Newark; J. V. Barry, assistant 
secretary, Metropolitan Life; Bertram H. Bor- 
den and Thatcher M. Brown, directors of the 
Liverpool & London & Globe; Walter Carter, 
United States attonrney, Royal Insurance Com- 
pany; James L. Case, president, National As- 
sociation of Insurance Agents; Hon. Thos. B. 
Donaldson, Commissioner of Insurance of 
Pennsylvania; E. D. Duffield, first vice-presi- 
dent, Prudential Insurance Company; Henry 
W. Eaton, former manager of the Liverpool & 
London & Globe; C. L. Farrell, president, Na- 
tional Newark & Essex Banking Company; 
C. H. Hood, president National Association of 
Casualty & Surety Agents; Hugh R. Loudon, 
manager, the Liverpool & London & Globe; 
Clarence F. Low, Southern manager, Liverpool 
& London & Globe; Uzal H. McCarter, presi- 
dent, Fidelity-Union Trust Company; J. B. 
Morton, president, National Board of Fire Un- 
derwriters; A. Duncan Reid, president and 
general manager, Globe Indemnity; Henry D. 
Sayer, chairman, Industrial Commission of the 
State of New York; Wm. Scheerer, chairman 
of board of directors, Fidelity-Union Trust 
Company; William E. Tuttle, Commissioner of 
Insurance of New Jersey; William H. Wheel- 
ock, director, Liverpool & London & Globe, and 
Rev. Luke M. White, of Montclair, N. J. 

Other prominent insurance men seated at the 
tables included Edson S. Lott, president, and 
D. G. Luckett, secretary of the United 
States Casualty Company; Wilbur E. Malla- 
lieu, general manager of the National Board 
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of Fire Underwriters; James J. Hoey, presi- 
dent of the Hoey-Ellison Agency, and Carroll 
DeWitt, agency manager of Fred S. James & 
Co. 

The chief speaker was Hugh Lewis, who 
declared that “we insurance men are proud of 
our calling.” Other speakers included Mayor 
Archibald, James V. Barry, assistant secretary 
of the Metropolitan Life; E. D. Duffield, first 
vice-president of the Prudential; Clarence F. 
Low, Southern manager of the Liverpool and 
London and Globe, and William E. Tuttle, In- 
surance Commissioner of New Jersey. 


Zurich Makes Appointment 

Stanley G. Martin has been appointed under- 
writing superintendent of the Zurich General 
Accident & Liability Insurance Company, at the 
head office in Chicago. Mr. Martin was orig- 
inally with the Ocean Accident & Guarantee 
Company, in New York, but came to Chicago 
as assistant to Manager Collins. Subsequently 
\Ir. Martin went east and occupied various 
position in Boston and New York. He is well 
known in the casualty field, having been en- 
gaged in that branch of the business for nearly 
twenty years. 
Annual Meeting of Surety Underwriters 

The Surety Underwriters Association of 
Chicago held its annual meeting last week and 
elected the following officers: President, 
Thomas W. Thompson; vice-president, Elmer 
McDonald; secretary, R. E. Cline; treasurer, 
W. W. Steiner. Executime committee: Colonel 
Harvey L. Jones, P. J. Loranger, A. C. Arnold, 
J. L. Maehle and W. L. Wilder. 





W. P. Robertson, western manager of the 
Liverpool & London & Globe, has been elected 
chairman of the executive committee of the 
Western Automobile Underwriters Conference. 


- 





CASUALTY NOTES 











At a recent meeting in Baltimore the Em- 
ployers Mutual Insurance and Service Company 
was adjudged insolvent and receivers were ap- 
pointed. The company had been writing strike 
insurance. 

J. C. Bradley, manager of the Texas branch 
of the National Bureau of Casualty and Surety 
Underwriters, has just filed the new compensa- 
tion rates for approval by the Commissioner of 
Insurance and Banking. 

The realtors of Pawtucket and Central Falls, 
R. L., have in circulation a petition which will 
be presented to the forthcoming legislature, 
asking for enactment of laws compelling auto- 
mobile owners to carry liability insurance. 

A. P. Woodward, secretary of the accident 
department of the Connecticut General, finds 
that since the first of the year more than 7000 
people have bought the company’s non-cancela- 
ble accident and disability insurance either sep- 
arately or in connection with life insurance. 

The Pacific Coast Automobile Underwriters’ 
Conference has elected A. T. Bailey, Pacific 
Coast manager for the Providence-Washington 
and associated companies, as chairman of the 
theft committee. B. L. Dowell, manager of the 
automobile department of the Commercial Un- 
ion, has been elected vice-chairman. 














THE SPECTATOR Thursday 
OHIO FARMERS INSURANCE COMPANY 
LE ROY, OHIO Organized 1848 
Statement December 31, 1920 
New York Basis. 

Net Amount of unpaid losses and AM other Clarins ..6je:6:6. 601019 00's siseie $21,899.30 

CPTT TUS aR ee ye es Ae een Se $226,190.54 Reserve for Emergencies.......... 125,000 .00 
Reserved for Unearned Premiums. . 3,624,894.86 Ns aticn ues 1,103,441.89 
Federal, State and Other Taxes and Surplus to policyholders........... 1,228,441.89 

RDRRREER ero mela hemes) $35,430.21 $5,136,856.80 














~ WESTERN LIFE INSURANCE COMPANY 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
and Agents. NOT SO BIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD ter. 
ritory in IOWA and SOUTH DAKOTA open for Agents. 


‘‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 

STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 40,000 copies, $250.00. 


THE SPECTATOR COMPANY 
Chicago Office 135 Wiliiam Street 
Insurance Exchange New York 


The Farmers and Bankers 
Life Insurance Company 
Invites Inspection—Inquiry of Integrity 














It Issues 
POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company. 


HOME OFFICES: WICHITA, KANSAS 








THE EUREKA LIFE INSURAN€E COMPANY 
of 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 








HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 
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Home Friendly Society 
of Baltimore, Maryland 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America’’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for 


Rates and Terms to Agents 


FIRE ASSOCIATION of Philadelphia 





Ste —, 


ANA Organized Sept. 1, 1817. Incorporated March 27, 1820 
“7 Charter Perpetual 

TROBE sy. < ciciateleiats eaenet 3G Pwo Gee week $1,000,000 

OO ECR ACUTE ION TOC ae ts te 16,189,923 

Reserve and other Liabilities. .......... 11,318,327 

OC ESTES SS Sareea de ia et orem 3,871,596 

Surplus to Policy Holders.............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 











1857 1921 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 








AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio. 
Indiana and Illinois, 

An attractive contract will be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 




















THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 

DANIEL BOONE; President DANIEL BOONE, Jr.; Secretary 
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Casualty, Surety, Etc. 











BEGINS WRITING A. & H. 





Metropolitan Competition Now an 
Actuality in Casualty Field 





CANCELLABLE AND NON-CANCEL- 
LABLE FORMS 





Company Expects Large Business—Agency 
Force Prepared to Bring About Rapid 
Development of New Branch 

The Metropolitan Life Insurance Company 
has begun writing accident and health business. 
Following months of preparation by the newly 
organized department and impatient waiting by 
the agency staff, supplies and instructions have 
been issued and business is already being sent in. 

Stewart LaMont, head of the accident and 
health department of the Metropolitan, expects 
a large volume of business shortly. The entire 
agency forces of the great company are expected 
to co-operate in developing the new branch of 
its business and, in fact, have been prepared to 
do so for some time. 

The Metropolitan, in opening its new depart- 
ment, is following the trend of modern methods 
as evidenced among the larger life insurance 
companies, notably the Equitable Life Assur- 
ance Society of the United States. Rumors are 
afoot that the New York Life Insurance Com- 
pany and the Prudential Insurance Company of 
America will take,up the business. In prac- 
tically all cases the tendency is to stress the 
non-cancellable form of policy, which has met 
with more favor in life insurance circles than 
in strictly casualty circles. 

A short description of the forms and rates 
of the Metropolitan follow. Both cancellable 
and non-cancellable forms are to be issued: 

Form A1, styled the standard accident policy, 
insures against accidental injury only and pro- 
vides for specific lump sum payments for loss of 
life, limb or sight, and weekly benefits for total 
or partial disability resulting from accidental 
injuries. Total disability covers from one day 
to an unlimited period; partial disability is lim- 
ited to twenty-six weeks; double indemnities 
are payable for injuries received on any public 
passenger conveyance or passenger elevator or 
in burning buildings. Additional payments are 
provided for surgical operations and medical 
costs occasioned through accidental injuries. 
The policy participates in the divisible surplus, 
if any, to be apportioned annually after the 
third policy year. The policy is renewable 


with the consent of the company. Premiums 
are the same for all ages and vary as to occu- 
pation. 

Form AHr is called the standard accident 
and health policy and has the same general pro- 
visions as Form Ar regarding accident, but 
also provides for disability resulting from dis- 
ease or sickness. Total disability following 
sickness is limited to fifty-two weeks; double 
payments are made for hospital confinements 
up to ten weeks. Partial disability following 
total disability from sickness is limited to ten 
weeks. The permanent disability from blind- 
ness or paralysis is provided for by an addi- 
tional payment equal to 100 weeks’ indemnity 
after the fifty-two weeks. Premiums are 
graded not only by occupation but also by age. 

Form ADr is the death and dismemberment 
accident policy. This policy insures against 
accidental injury only, but does not provide 
for weekly benefits. Provision is made for 
double indemnity. The policy participates in 
the divisible surplus after the third year and is 
renewable with the consent of the company; 
premiums are based on occupation. 

Form Az2 is the renewable term accident 
policy. This policy in general coverage is simi- 
lar to Form A1—the standard accident policy. 
It differs in that this policy is not cancellable 
by the company and is renewable at the option 
of the insured until he reaches the age of sixty 
years. The premiums are graded according to 
age as well as occupation, but remain the same 
during the continuance of the policy. A medical 
examination is required. 

Form AHag2, styled the renewable term acci- 
dent and health policy, is similar in its general 
coverage to Form AHt. The policy, however, 
is not cancellable by the company and is re- 
newable at the option of the insured until he 
reaches age sixty-two. Premiums are graded 
according to age as well as occupation, but re- 
main the same during the policy period. Med- 
ical examination required. 

Form A3 is the renewable term accident 
policy with exclusion period. This policy cov- 
ers in the same way as Form At and is non- 
cancellable as is A2. It differs in the following 
point: The policy does not provide benefit for 
the initial period of disability, but due to a 
lower premium rate excludes liability for the 
first two weeks or the first four weeks or the 
first thirteen weeks of each period of disability, 
at the option of the applicant. The policy does 
not provide indemnity for partial disability, 


PREMIUM RATES—$5000 PRINCIPAL SUM 


Form Crass 
Al Standard accident policy..........2sseeeeeees 
AH1 Standard accident and health................ 
AH1 Standard accident and health................ 
A2 Renewable téfmt accident... 6cocc csc cs ccceeses 
AH2 Renewable term accident and health.......... 
A3 Renewable term accident, with exclusion period, 
DO WOOK ccnlsecive wee e btag toes de vdee eisids 
A8 Renewable term accident, with exclusion period, 
NOt WERER os cs caccedenee ieee cons xcacss er 
A8 Renewable term accident, with exclusion period, 
THMCCES WOOEE: occrcc seeks oes ec acetewecucs 
AH3 Renewable term accident and health, with ex- 
Cliston. Period, EWO WEEKS. <.o6.c5cccceseccs 
AH3 Renewable term accident and health, with ex- 
CHUSION. PETION, FOUL WEEKS. 6 6.0.06 ccvcccases 
AH3 Renewable term accident and health, with ex- 
clusion period, thirteen weeks...........+... 


ees 


* Rates graded as to age, with limit of 55 years for 


—————_———_—Rates—_____—_ 

Weekly Select Preferred Ex.-Pref. Ord. 

Ages Indemnity Class Class Class Class 
18-62 $25 $19.00 $22.80 $26.60 $32.30 
*21 25 52.75 56.55 60.35 66.05 
*21 30 62.00 66.30 70.60 77.05 
wot 25 20.00 24.00 28.00 34.05 
"25 25 58.75 62.75 66.75 72.80 
aa 25 17.00 20.40 23.80 28.95 
"23 25 15.50 18.60 21.70 26.40 
ba 25 13.50 16.20 18.90 23.00 
ba 25 46.50 49.90 53.30 58.45 
bai 25 40.75 43.85 46.95 51.65 
"21 25 33.00 35.7 38.40 42.50 


acceptance and 60 years for renewal. 
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surgical operations or for medical attendance. 
Form AH3, styled renewable term accident 
and health policy with exclusion period, pro- 
vides for similar coverage and benefits as Forms 
AHtr and AH2 and is, like the latter, non- 
cancellable. It excludes, however, the first 
period of disability, as noted in Form A3. 


SCHEDULE OF RATES 

The rates for the Metropolitan’s new line, 
like those of the Equitable Life of New York, 
are considerably lower than the prevailing 
casualty company rates for corresponding forms 
of policies, and the commissions to agents are 
also lower. It is understood that the Metro- 
politan will pay 20 per cent for original writing 
of the policy and 3 per cent on renewal. The 
policy limits for the various classes follow: 


-—Single Indemnity—, 





Principal Neekly 

Crass Sum Indemnity 
SOMME a wire k earn ae Saeed $30,000 $100 
PWCNOUION oad dcisdewdaecas 30,000 100 
Extra Preferred .......... 15,600 75 
CRIMES (Go's cece ace wows 10,000 50 
PROQRIUS 6 docinididldcewcwueas 2,000 20 
SGGEE: c ciwc cece 1,000 10 
Hazardous 500 5 
Extra Hazardous .....c0s- 500 5 
Extraordinary ..ccccssaess 250 5 

Aetna Accident Claims 
A summary of accident insurance losses 


paid to the policyholders of the A*tna Life 
shows that the amount paid to occupants of au- 
tomobiles injured by accident increased from 
$46,194 in 1907 to $408,907 in 1920. 

During that period the company paid 12,461 
claims for accidents to automobile occupants 
amounting to $2,423,723. Of this number 180 
were death claims for $1,356,633 and 12,236 
were disability claims for $1,067,089. These 
12,461 claims of this character amounted to 10.9 
per cent of the total number of accident claims 
paid by the company and 18.1 per cent of the 
total amount of accident claims paid in that 
period, showing the much greater severity of 
injuries sustained by occupants of cars than the 
general run of accidents on which claims were 
paid. Of the 180 death claims 96 resulted from 
occupants being thrown from cars or being 
overturned in them, and 70 resulted from col- 
lisions. 





C. C. Howard Manager of Commercial 
Health and Accident Department 


C. Clark Howard, until recently vice-president 
of the Union Indemnity, has been appointed 
manager of the health and accident department 
of the Commercial Casualty Company. 

Mr. Howard was first connected with the 
Great Eastern Casualty Company, later going 
with the Massachusetts Bonding and Insurance 
Company, in charge of its accident and health 
department. He returned to the Great Eastern 
in 1914 as agency director and became vice- 
president of the Union Indemnity when the 
Great Eastern was reinsured by the former 
early in 1920. 


Central Life Increases Capital 


The Central Life Insurance Company of Ot- 
tawa, IIl., expects to increase its capital from 
$200,000 to $300,000 at the first of the year. 
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Public Accountant 
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Actuarial 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union _ New Amsterdam 
mobile-Hartford National-Hartford _ Casualty Co. - 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 














SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents; 


Box 351 


San Juan Porto Rico 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 











256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 




















FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 




















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. . x 
Temporary money advanced on strictly private 
arrangements. ’ 

All communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 























Actuarial 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 





256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 

















rey, 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








insurance Examiners and Adjusters 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 
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LOSSES ARE ASSETS 


When handled with ts regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg... RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 


TERRITORY: 








Virginia and North Carolina 
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Miscellaneous Insurance 








=— 


Actuarial 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 




















Hugh Lewis’ Speech 

(Continued from page 29) 
trouble to write a letter recommending yours as the 
one company in which we had the greatest faith. 

However, the course of true love does not always 
run smooth. We, like others, have had our troubles. 

I had, however, a very good reply to that the other 
day from one of our chief officials in the New York 
center. I asked him if he could give me in cryptic 
form the history of the Liverpool and London and 
Globe in America. His reply was immediate. He 
said: “Loyal and liberal and good.” So you see we 
feel we are quite safe in coming over here for a testi- 
monial whenever we require one. 

It is perhaps not easy for the officials of “live.” 
up-to-date companies, especially so in a comparatively 
young country like the United States, to realize the 
early struggles in old-fashioned times of those who 
sought to rejuvenate old British companies which 
seemed at times to be smothered by their very re- 
spectability. 

There is rather an amusing story told how one of our 
old officials in London some fifty years ago, having 
come to the conclusion that the company was asleep, 
asked permission to go out and stir things up. In 
those days canvassing for business was hardly known; 
it was regarded as almost a favor to the client to ac- 
cept insurance over the counter. This gentleman was 
over fifty. He had just the spark of ambition in him 
to desire to seek a new avenue for what he con- 
sidered his abilities. I am told he was our cashier. 
He asked to be allowed to visit the agents, a most un- 
orthodox proceeding. It is said that the London 
board of directors sat long and deliberately on this 
“amazing” suggestion. Finally under the pressure of 
this gentleman, although with considerable misgivings, 
he was given the neceSsary permission. Two or three 
weeks went by and no report of his doings came to 
hand. The directors then decided it was time to 
ask him for one. Another week went by and at last 
a postcard was received from him addressed to the 
chairman of the board. On this postcard was written: 
“Report—See Shakespeare Play Macbeth, Act 2, Scene 
1, Line No. 55.”. In due time a volume of Shakes- 
peare was procured and the particular line traced. 
This is what it said: ‘It is a bloody business.” 

Now, I must not detain you another minute. I am 
sure this great gathering must be an encouragement to 
our friend, Duncan Reid. If he needed any evidence 
that he was not only obeyed as a chief but loved as a 
friend, I am sure he has had it at this “‘reunion.” I 
believe, consciously or unconsciously, Mr. Reid has 
learned the great lesson of life, that “le who would 
be greatest must be also him that serveth.” 

Mississippi Fire Increases Capital 

The first statement filed by the Mississippi 
Fire Insurance Company, Jackson, Miss., with 
the State Insurance Department showed a capi- 
tal of $100,000 and a surplus of $50,034. The 
company has since filed a statement showing 
that it had sold $100,000 additional stock, and 
it is reported to have still further increased its 
capital. ——— 

Has Attractive Policy 

The Connecticut General Life is offering a 
triple full coverage accident policy at $48 an- 
nually, providing $50 weekly income and $5000 
Principal sum, both of which are tripled for 
street accidents as well as for customary double 
indemnity accidents. 








Lockwood Committee to Resume 


Hearings 


Announcement has been made that 
the Lockwood Committee will resume 
public sessions at City Hall, New York, 
Tuesday, November 22. Fire insur- 
ance will be taken up again, and it is 
also expected that Forrest F. Dryden, 
president of the Prudential Insurance 
Company of America, will be on the 
stand. 

The committee is nearing the close 
of its term, and will not be able to con- 
tinue hearings for more than three or 
four weeks. The legislative program 
will then be worked out. 











Western Michigan Life Underwriters Meet 

Seventy-five members of the Western Michi- 
gan Life Insurance Underwriters Association 
and their wives banqueted last week at the 
Association of Commerce building, Grand 
Rapids, Mich. Toastmaster FE. Merrill Eastcott 
was presented by President Frank L. Brooks. 
“Human Relations of Life Insurance” was the 
topic of the address by Rev. A. W. Wishart, 
who used to be a life insurance salesman. 
Harry M. Truesdell, chairman of the member- 
ship committee, who is to have charge of the 
next regular meeting in December, outlined the 


plans. 


Reports of Friendly Societies 


The compilation of the “Reports of the Chief 
Registrar of Friendly Societies,” Part A, for 
the year ending December 31, 1920, has been 
published in London. This includes sections re- 
lating to legislation, societies under the Friendly 
Societies Act, societies under the Industrial and 
Provident Societies Acts, and other classes of 


societies. 


The annual meeting of the Underwriters Bu- 
reau of New England will take place Novem- 
ber 17, at Boston. 

The license fee for each fire insurance com- 
pany at Miami, Fla., has recently been raised 
from $25 to $50 per annum. 

The Underwriters’ Laboratories have issued 
October, 1921, lists of appliances inspected for 
accident hazard, electrical appliances and auto- 
motive appliances. 


The Mutual Casualty Insurance Company of New 
Jersey, located in Jersey City, was recently licensed, 
and began business writing liability insurance upon 
the mutual plan. For the present it confines its 
business to the State of New Jersey writing liability 
business at slightly off manual rates, especially auto- 
mobile risks, on the mutual plan and paying no com- 
The officers of this company are: Presi- 
Kreps; 


missions. 
dent, Frank J. Higgins; secretary, M. A. 
treasurer, George L. Record; and its directors are: 
J. G. Bauvelt, F. J. Higgins, John McCutcheon, 
A. M. Macleod, and G. L. Record. 

—In completing the motorization of its fire depart- 
ment the city of Austin, Tex., has secured a reduc- 
tion of one cent in its fire insurance key rate, an- 
nounced the State Fire Insurance Commission. The 
key rate now is twenty-one cents. 


35 


PERSONAL ITEMS 











Herbert Folger, senior assistant general agent 
of the Geo. H. Tyson general agency of San 
Francisco, has been retired by the companies 
represented by that firm on a life pension. 

Frederick E. Fields has been appointed man- 
ager and resident vice-president at the Brook- 
lyn office of the National Surety Company. He 
assumed his new duties yesterday. Mr. Fields 
has been connected with the home office of the 
company for the past seven years. 

W. S. Godfrey, for many years cashier of 
the Puritan Life Insurance Company, has 
taken charge of the renewal department. Earl 
M. Pearce, who came to the company last year, 
has been appointed cashier. Mr. Pearce was 
formerly in the employ of the Providence 
Journal Company. 

Sam P. Cochran of Dallas, widely known 
Masonic official and insurance man, and member 
of the insurance firm of Trezevant & Cochran, 
has been appointed by Governor Neff of Texas 
a member of the board of regents of the Uni- 
versity of Texas, to fill the vacancy caused by a 
‘esignation. Mr. Cochran has accepted the ap- 
pointment. Mr. Cochran is a thirty-third de- 
gree Mason and holds the position of sovereign 
grand inspector general of Texas. 

E. C. Phelps of Phoenix, Ariz., became an 
agent of the Pacific Mutual Life Insurance 
Company on Saturday evening, October 20. 
He started active work on Monday morning, 
and early Tuesday morning reported with six 
applications totaling $108,700. So far as is 
known by the company, this is a record of the 
first day’s work of any agent, especially as it 
was not worked up in advance, but was all new 
business closed during the day. Mr. Phelps 
was formerly a successful real estate man in 
Phoenix. He expects to write over a million of 
personal business during his first year. 

Gaylord Davidson, of the Shenandoah Life of 
Roanoke, Va., who was the author of the essay 
which won the Calef cup*this year, offered un- 
der the auspices of the National Association of 
Life Underwriters, is not only an excellent 
writer but a big personal producer of business 
for his company. At various times Mr. David- 
son has been associated with other strong com- 
panies and has shown unusual ability in the 
preparation of catchy and convincing advertis- 
ing matter. At present Mr. Davidson is in 
Charleston, W. Va., co-operating with Messrs. 
Darst and Morgan, and the trio are now leading 
the entire field force of the Shenandoah Life. 

William Thompson, the new manager for the 
United States of the London and Lancashire 
Indemnity Company, who will shortly leave 
Vancouver City for Hartford, Conn., making 
that city his headquarters, earned a splendid 
reputation during his career in British Colum- 
bia, where he not only was the managing repre- 
sentative for the same corporation, having also 
under his immediate supervision Alberta, but he 
filled with honor the position of president of 
the Insurance Federation of the Province of 
British Columbia, and to his energy and fore- 
sight are attributed many improvements in the 
condition of the insurance business. 


By a unanimous vote, the executive commit- 
tee of the Association of Life Insurance Presi- 
dents, at its meeting on the roth inst., elected 
the Northwestern National Life Insurance Com- 
nany of Minneapolis, Minn., and the Reserve 
Loan Life Insurance Company of Indianapolis, 
Ind., to membership. 


—Thomas F. Ryan, statistician for the Firemans 
Fund Insurance Company of San Francisco, recently 
addressed the economic students of the University of 
California on the subject of “Insurance Accounting.” 
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GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 


THE GREAT-WEST AGENT 


has the advantage of representing a Company that, as a rule, needs little or no intro- 
duction to his client—one that by an unequalled record of POLICY RESULTS has 
gained an unequalled reputation. ; 


Why not share in this advantage? There is always room for good men with 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office, Winnipeg, Canada. 
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for Reliable, Energetic men to represent us in the states of 
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CAPITOL LIFE INSURANCE COMPANY 
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incidentally green=backs, address (in strict 
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